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RAY-O0-VAC 


(2 now studying what future 
flashlights with be lilee-- 


The war has taught us many new uses for flashlights. Industry has 
found many new materials. Ray-O-Vac is applying this knowledge 
in the designing of flashlights of the future. As yet we don’t know 
exactly what they will be like. Based on work to date, however, 
we have reason to believe that these flashlights will incorporate 
many new and useful features. 


POST-WAR DEMAND FOR FLASHLIGHTS IS BOUND TO BE GREAT 


You, as a progressive hardware merchant, are thinking, as we are, 
of the time when this demand must be met. You, of course, have 
many other problems. But we want you to know that you can look 
confidently to Ray-O-Vac for the flashlights of the future .... and 
tested merchandising ideas which will sell them in your store. 


\\ 


FLASHLIGHTS RAY OVA BATTERIES 


RAY-O-VAC COMPANY, MADISON, WISCONSIN 


BUY WAR BONDS \e ‘ Dd WAR STAMPS 
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THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
Brush Manufacturers Since 1851—Thru 4 War4 








YES, AND GOOD MEDICINE 
FOR EVERY HARDWARE BUSINESS 


With Yale Locks gone to war, with still more scarcities and dif- 
ficulties ahead, we at Yale & Towne have pledged ourselves to help 
build store traffic and sales for you—sales of items you still can sell. 


This advertisement in the SATURDAY EVENING POST is typical 
of Yale’s continuing series of timely Community Drives, built into 
Yale’s “Wartime Progress Plan.” 


Get the whole story on this “Doctor For the House” promotion in 
“Yale Victory News,” published regularly in your hardware papers. 
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Gillette Offers 289 Prizes 
In War Bonds And Stamps 
For Your Replies To Four 


Questions Customers Ask 





EXCEPT FOR THE 


RAZOR-BLADE 
PRODUCTION 

SHARPLY CUT BY 
WPB ORDER TO 
SAVE STEEL 


| HAVE A 
CARTON OF 
GILLETTE 
BLUE 
BLADES ? 








AMPLE REPLY—Sorry, sir 
—aulaers and sailors 
come first. That means 
only one package to a 

customer. 


ERE’S your chance to profit on 
H customer complaints and inquir- 
ies! What do you say when a man 
comes in for a Gillette Razor—and you 
haven’t one in stock—or asks for a car- 
ton of Gillette Blue Blades? 


Gillette offers retail sales people $5,000 
in War Bonds and Stamps for come- 
backs to the four questions in the bal- 
loons above. There are 289 prizes in 
all—289 chances for you to win! 


GILLETTE saF 





NO MORE RAZORS 


ARMED FORCES. 














ETY RAZOR COMPANY, 
























GILLETTES ARE 
THE TOP BLADES 
WITH SOLDIERS 
AND SAILORS. A 
BIG PERCENTAGE 
OF GILLETTE 
PRODUCTION 
GOES TO WAR 















NO 
GILLETTE 
BLUE 

BLADES! 
HOW 
COME ? 





PLE REPLY—Demand is 
eet and the government 
limits production to save 
steel. Getting some —_ 
May I save you a package 










You’re answering these everyday ques- 
tions right along. So tell us how .. . 
for your share of $5,000. This is the 
easiest contest you ever heard about. 
Just read the sample replies, study the 
facts and send in your entries in accord- 
ance with the simple rules. Mail as 
many as you wish .. . as often as 
you like... but be sure they’re post- 
marked before midnight August 31, 
1943, when contest closes. 


BOSTON, MASs. 
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LEND-LEASE 
(PRIORITY 
SHIPMENTS 

ABROAD) TAKES 

ANOTHER BIG 

PART OF 








OF GILLETTE 
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Contest Rules 


1. Only retail sales people, 
store owners and managers 
sligible. 
2. Replies to each of the four 
questions must not exceed 
words, 
3. Number your answers from 
“1” 00 “4” ‘to match the four 
contest questions. 
4. Since space is insufficient, 
do not attempt to fill in the 
blank balloons themselves. 
ubmit your answers on —_ 
Paper. Even a post car. wil 
do. But be sure to write your 
fame and address clearly and 
include name of your store or 
company, 


JU 
K. B. HURD, publishe 


’ a D t 
AGLAR COOK, fishy Drug Ts pag 


G.H GRIFFITHS blish ty Bb a 
. H. pu er, are e 
R > ublisher: Retail Tobacconist 


V. J. FARLEY, p 


YOU MEAN TO 
SAY YOURE OUT 


RAZORS ! WHY ? 


And Instructions 


8. Address entries to Gillette 
Safety Razor Company, Box 
60, Dept. HA2, Boston 1, Mass 
9. Contest closes at midnight 
August 31, 1943, and no entry 
postmarked later than that 
date will be considered. 


DGES 


MPLE REPLY—Yes, sir. 
the Gillette Razor is 
1-A in this war and 
every one is drafted 
for the armed services. 


5. Every entry will be carefully 
considered and judged on its 
Originality, sales appeal and 
conviction, 

6. The decisions of the judges 
are final and all entries become 
the property of the Gillette 
Safety Razor Company. 

7. In case of ties, duplicate 
Prizes will be awarded, 












GILLETTE'S RAZOR 
BLADE OUTPUT 





WILL YOU GIVE 
ME A LARGE 
PACKAGE OF 
F THIN GILLETTE 
io BLADES ? 








289 PRIZES IN 
WAR BONDS AND STAMPS . 
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CIVILIAN 
DEMAND FOR 
GILLETTE BLADES 
1S GREATER THAN 
EVER BECAUSE 
THESE BLADES SHAVE 
EASIER AND LAST 
FAR LONGER 
















and 12's are out for 


a package gives more 
AM sacereny a break. 





(Face Value) 


Cail cal is CAP eS $2,500 in Bonds 
Pesetecsewnvees sans su aie $1,000 in Bonds 
MENS 08S omaiens vse hidady 4 $500 in Bonds 
PAO OS6 6096064 dire pepada dsc $250 in Bonds 
BEG deel be dws ach doe eA d wi dc $100 in Bonds 
ROURAS dwibometas cnt oes $50 in Bonds 
PHAR D ASEH S Sha sch eased, $25 in Bonds 
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SAMPLE REPLY—Sorry, 8's 


the duration. Four to 
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A voice crackles out of the ether: “Bandits 
approaching at 20,000. Scramble!” 

Pilots swarm into planes . . . the shattering 
thunder of Allison engines jiggles papers on 
the desks at Flight H.Q. . . . a dozen twin- 
motored ‘Lightning’ fighters zoom up into 
combat like missiles slung from a catapult. 

These “Lightning” fighters, known in the 
United States as the Lockheed P-38, clearly 


demonstrate what American designers, pro- ; 


duction men and steel-makers can do when 
they team up on a specialized war job. 

Out in Indianapolis they're building the 
big Allison engines that pull the P-38’s up- 
stairs at a vertical mile a minute, the cannon 
and machine guns that can rip a bomber 
apart in midair. 

Here in the Bethlehem organization we're 
working day and night in laboratories and 
mills to produce steels which will withstand 
the white-hot combustion temperatures in- 
side a fighter-plane engine .. . the terrific, 
crushing pressures of a 600-mile-per-hour 
pull-out . . . the ever-growing call for more 
strength and less weight. 

In other war products, produced by 
Bethlehem the story is the same. 


upward 


Bethlehem bullet-core wire is being 
turned into millions of rounds of ammuni- 
tion. Bethlehem high-strength light-weight 
Mayari R is going into gun carriages, tanks, 
and planes. Bethlehem’s new moly high- 
speed steels are taking over where the 
18-4-1 grades have been ruled out by the 
tungsten shortage. Bethlehem sheets are 
going into jeeps and big prime movers. 
Bethlehem carbon bars are used for shells, 
machine-gun barrels. 

All this means, of course, that Bethlehem 
farm-steel items which you could normally 
obtain are now off the market or on high 
priority. But when the war has been won, 
Bethlehem woven-wire farm fence and steel 
fence posts, barbed wire, galvanized roofing 
sheets, bolts and nuts, and many other 
products will once more be available to 
the hardware dealer, for his farmer and 
other customers. 
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Were a// 
in the Same Boat 


/ 


Y.. Sir! It’s just as difficult for us 


to obtain materials from our sup- 
pliers as it is for you to obtain Silex 
products from your distributors. 


If we could only obtain all mate- 
rials that we need, they could be 
processed and sent out to you 
“pronto.” But, under war conditions, 
this just isn’t possible. We produce 
to the absolute limit of our supply 
of materials. And we ship to our dis- 
tributors to the absolute limit of our 
production. 


So, don’t blame your distributor. 
Don’t blame us. We’re all in the same 
boat and we should all blame Hitler. 


Incoming business is running ap- 
proximately 100% ahead of a year 
ago. But, our production is not keep- 
ing pace. However, you will prob- 


ably find that, including all the new 
models in the Silex line, your.actual 
deliveries of Silex are running sub- 
stantially ahead of last year. 


New tools are being produced. 
New processes are being developed 
to insure increased production. This 
should mean increased deliveries to 
you through our distributors. So, 
please have patience with us. In the 
meanwhile, we have just adopted a 
new plan of allocation, which will 
insure more continuous shipments 
to you, even though such shipments 
may not be large. 


Your jobber has certain models of 
Silex Coffee Makers in stock. If you 
cannot obtain just the units you de- 
sire, why not purchase the units that 
are available? In other words, pro- 
mote Silex units that are available. 


dé i1n.€ X 


THE SILEX COMPANY 


- HARTFORD, CONN. 


Creators of the Glass Coffee Maker Industry 
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Post-War Credit Control—In Whose Hands? :— 


Among leading credit au- 
thorities there exist two schools 
of thought about the control of 
post-war credit selling policies. 
Both are articulate and sin- 
cere. One group favors con- 
tinued governmental control, 
perhaps a simplified and modi- 
fied Regulation W regulating 
retail credit and _ including 
minimum amount of down 
payment, maximum length of 
installment contract, amount 
of regular payments, types of 
goods that may be sold on 
time, etc. 

The other group, an appar- 
ent majority, wants all war- 
imposed emergency control of 
credits (and all other phases 
of war-imposed government 
control on business) to cease 
when the emergency which re- 
quired their imposition no 
longer exists. They feel very 
strongly that the individual’s 
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efforts to curb inflationary 
trends during the pursuit of 
the war effort. As such, it was 
proper, useful and needed. 
However, in the post-war era 
it should not be needed if dis- 
tributors engaged in. install- 
ment selling will continue to 
follow the sound credit poli- 
cies imposed by Regulation 
W. In fact, liberal yet intelli- 
gent installment selling will 
prove of great help in the post- 
war rehabilitation both of con- 
sumers and of many retail dis- 
tributors. 


right to contract to buy or to 
sell is an inherent right of a 
free man. They also think that 
except for normal legislative 
protection against fraud, mis- 
leading advertising or exorbi- 
tant interest rates, such legiti- 
mate commerce should not be 
shackled with bureaucratic 
government control in peace 
times. 

Regulation W was not 
brought about because of un- 
economic or improper install- 
ment selling. It was precisely 
a phase of the government’s 


* * * 


Men and Women in Service 
Have Many Needs:— 


conditions and never really 
started their home making. 
Others had to curtail their 
home life early in the game. 


Several million men and 
women will be mustered out 
of service when the war ceases. 
Many were married under war 


9 





Thousands of the older mar- 
ried couples have had to break 
up their homes and dispose of 
their household effects. 

All of these people will be 
anxious to start over again. 
They will want modern equip- 
ment, the newer and more efli- 
cient appliances and sundries. 
Their needs will be tremen- 


Let us again repeat the need 
for “liberal yet intelligent” 
credit terms. Actually, we 
didn’t have very economic in- 
stallment selling practices in 
many lines in the pre-war 
period. Small down pay- 
ments, long term installment 
paying periods and crazy 
trade-in allowances were com- 
mon in every part of the coun- 
try. 

This was a phase of com- 
petitive selling that hurt every 


dous—so great that they can 
hardly be estimated. 

Only an extremely small 
segment of these particular 
post-war prospects will sur- 
vive the war period in a com- 
fortable or strong financial 
position. Pay in the armed 


services does not permit heavy 
savings and so liberal yet in- 
i 


Liberal Yet Intelligent Post-War Credit Terms:— 


distributor of major appli- 
ances and all other items sell- 
ing for substantial amounts. It 
encouraged over-buying by 
consumers and ruined many 
previously well operated retail 
businesses. 

Such uneconomic practices 
should not be resumed in the 
post-war period but the reform 
should come from within the 
ranks of distribution, from 
private business and not 
through legislation. 

i 


telligent installment buying 
opportunities will be mighty 
attractive to many millions of 
good Americans. They will 
need such credit facilities and 
should have them. 

Regulation W, or some 
modified equivalent, may not 
provide suitable terms for this 
market. 


Manufacturers, wholesalers. 
retailers, merchandisers. 
banks, commercial financing 
companies and all others in- 
volved in installment selling 
should have the individual and 
collective intelligence to avoid 
the pre-war mistakes in this 
field of operation. They should 
prove that business can run 
itself intelligently, and profit- 
ably, and in the best interests 
of the majority without con- 
stant government control. 


Some Hardware Dealers Favor Continuance of Regulation sw 


Many hardware dealers 
may favor continued govern- 
mental control of credits 
through Regulation W or a 
modified equivalent. This is 
easily appreciated by those 
who studied pre-war install- 
ment selling competition and 
competitive retail credit prices. 

The uneconomic practices 
mentioned in the preceding 
comments were definitely 
checked and stopped by Regu- 
lation W. Long outstanding 
unpaid bills were collected. 
The “government order” gave 
many dealers added courage 
to insist upon proper terms 
and to be equally insistent 
about collecting old debts or 
recovering the equipment cov- 
ered. They knew some larger 
competitor couldn’t offer bet- 
ter credit terms. 

As a result, many hardware 
dealers feel very kindly to- 
ward Regulation W even 
though the book work, ques- 


10 


tionnaires, and annoyance of 
field investigations irked them 
considerably. It would be 
fair to state that this is prob- 


* 


* 


ably the one and only govern- 
ment control many dealers 
want continued in the post-war 
period. 


* 


How Do Our Readers Feel on 
Credit Control? :— 


It would be very interesting 
to have our readers express 
themselves on this question of 
continuing Regulation W 
(with or without modification ) 
after the war. There are defi- 
nitely two sides to this dis- 
cussion. Most dealers have 
profited by this particular con- 
trol despite the inconvenience 
of the paper work involved. 
At the same time, they must 
all realize that continuing one 
form of war necessitated con- 
trol on business may encour- 
age continuation of other 
forms of control. Certainly we 
do not want such a post-war 


regulation of our business and 
daily lives. 

Also, if we need govern- 
ment control, in order to main- 
tain an intelligent installment 
selling program and to main- 
tain economic credit policies, 
it is a sad commentary. 

Every reader of Hardware 
{ge is invited to enter into this 
discussion—on either side of 
the argument. 





Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 28 
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= KEEPING UP at THE 
1 run 
orofit- 
erests \ 
con- \ 
: Again the Army and Navy have said: ““Well done, Independent- 
a N Lockwood” . . . and have added the Continued Achievement Star 
to our Army-Navy “E” Pennant. ' 
vern- To be perfectly frank, we’re mighty proud... proud to be 
alers numbered among the star producers who are keeping up the 
= good work of supplying arms and material to get this war won 
. proud to have with us men and women who take the war 
seriously ... proud to represent the Builders’ Hardware Industry 
in this a// star group of war workers . . . 
Why? Because the job of winning this war is the biggest job in 
America today! Every delay, every rejection, every sub-standard 
sail part that gets by, brings a penalty measured in human life! And 
every promise fulfilled brings Victory that much nearer. Remem- 
em ber, our only hope for victory is to strike hard now and win 
ain- soon: a long war will bleed the world to death, and America 
ent along with it. 
“ So — we're proud of this continued achievement in the one 






big, worth-while job that confronts every American. 
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Matching pottery 
Pieces are f2a- 
tured on tables. 
They are popular 
with the patrons 
and are colorful 
and attractive. 














Novelty housewares are shown effectively in 
this sidewall display. Located near the front 
of the store, they are excellent eye catchers. 


Cooky Jars Help Grunewald’s 
Increase Sales of Housewares 





ON AVAILABLE GOODS 


( Suzens increased 


stocks of new merchandise and 
novelty items keep customers com- 
ing to the housewares department 
of the Grunewald Hardware Co., 
Milwaukee, Wis. These new items 
are sold aggressively and promoted 
in every way possible. The dis- 
play space of this department has 


Milwaukee firm finds colorful 
novelty lines take up the slack 
created by war-time shortages 


been increased to permit a more 
adequate display of new lines and 
to provide for the addition of 
others. 

An example of the way in which 
new items are promoted is found 
in the special cooky jar promo- 
tion of last December. These 
jars were novel in design and came 
in the shapes of roosters, animals, 
Dutch girls, and the like. More 
than 150 were sold during the 
first four weeks that the items 
were in stock. The jars sold for 
as much as $2.00. 





The first step to sell this new 
item was a window display. This 
was installed and produced imme- 
diate results. The entire window 
was devoted to showing the jars. 
Women bought them because they 
were decorative, useful and made 
excellent prizes for parties. Jars 
were given ample display in the 
housewares department during 
this first month. 

Tea pots represent another line 
that this company has sold suc- 
cessfully. Results on this line will 

(Continued on page 55) 
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Five Types of Housewares’ Patrons 
Boost Volume 40 Per Cent 


Pueblo Hardware Co. caters to all 
in its new housewares department 
which broke the concern’s 77-year 
tradition of being a man’s store 


\ he the Pueblo 


Hardware Co., Pueblo, Colo., tied 
apron strings around its empty 
tool tables, it broke a tradition of 
77 years—a tradition of being a 
“man’s store” and one that ful- 
filled every man’s need for tools 
and hardware equipment. 

Now after a year’s experience, 
N. C. Adams, store manager, won- 
ders why he didn’t stock house- 
wares before, as the new depart- 
ment has increased the store’s vol- 
ume by 40 per cent. 

The introduction of housewares 
was not made suddenly, nor with- 





out a thought for community 
needs, but only after Mr. Adams 
had inventoried his customers. 
Then, and then only, did he place 
his order, getting merchandise he 
knew would fit the needs of his 
varied types of customers. Con- 
sidering his customer-inventory, 
which represented new customers 
brought to Pueblo by war indus- 
tries, and established custom: s 
with increased spending powe:, 
Mr. Adams found five different 
types of customers on Pueblo’s 
war and home front. 

Here is his customer-invoice: 

1—The migratory housewife, 
who is here today and gone to- 





Against the hardware background of paint and sporting goods, a large and varied 
display of housewares serves to attract women and to make them repeat customers. 
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morrow. She may be a transitory 
war worker’s wife or the wife of 
an enlisted man or officer at the 
air base. 

2—The war worker's wife here 
for the duration. 

3—The foreign-born steel work- 
er’s wife who now has more money 
to spend for things she has always 
wanted. , 

1 The w hose 
time is limited to her all-out effort 
on the food front. 

5—The long-established Pueblo 
housewife who must be converted 
to substitution in housewares. 

Five different customer paths, 
all converge in the housewares 
section. To attract “apron-string 
trafic,” Mr. Adams wisely put 
Mrs. Glenna Schirm in charge of 
Mrs. Schirm knows 
all the housewifely angles and her 
knowledge is backed by her own 
practical experience as a home- 
maker. Women customers feel 
free to discuss their kitchen prob 
lems with her, have confidence in 
her suggestions and advice. 

Here are the needs of the five 
types of housewives, and here is 
how their needs are met with 
planned and 
wares: 


rancher’s wife 


housewares. 


promoted — house- 


1—The migratory housewife— 


Frequent around re- 
quires continual upkeep of house- 
wares. This housewife-on-the- 
wing must streamline her kitchen 


moving 


supplies and be mindful of the 
next packing and moving job. She 
buys only necessities that must 
be achieved within a moderate 
price range. 
The migratory house wife buys: 
(a) Small. easily packed, cook- 





The Migratory Housewife 


ing pans, in popular price range. 
(b) Plastic - handled 
from open stock. 
(c) Inexpensive, easily-replaced 
glasses, pitcher and 


cutlery 


glassware, 
bowls. 

(d) California pottery, Vernon 
ware, in open stock for its gay. 
morale-lifting touch to drab “fur- 
nished places.” “ 

(e) Essential casserole and pie 
plates, in durable pottery or Pyrex 
Brand glassware. 

The migratory housewife likes: 
The naturally friendly, helpful 
kindliness of Mrs. Schirm who 
gives to her loneliness roots of 
welcoming warmth. 


2—The war worker's wife— 
Here “for the duration”—her 
dishes, cutlery and housewares are 
stored “back home.” Acquiring 
a new stock is less expensive than 





The War Worker's Wife 


shipment of “breakables” and 
weighty utensils. She can afford 
to spend more than the migratory 
housewife. 

The war worker’s wife buys: 

(a) The bright Vernon ware in 
complete set. (Service for four, 
$5.60; service for six, $8.75), 
adds extra pieces from open stock. 
Buys pottery glasses, pitcher to 
match. 

(b) Housewares that stream- 
line her lunch-packing. (Nearly 
all war workers carry lunches.) 
She likes the smallest-size cas- 
serole with pie-plate top, for the 
plate makes a perfect-size “lunch 
box pie.” Individual bake dishes 
in pottery, priced at 30 cents 
each, are ideal for carrying baked 
beans, potato salad, etc., in lunch- 
boxes, as they do not break easily, 
and yield larger portions than 
small glass jars. 





The Foreign Born Worker's Wife 


(c) Glass salad sets, in price 
range from 25 cents to $2.50. 

(d) Easy-to-clean Pyrex Brand 
casseroles, tea pots, pie plates. 
cake plates, and baking cups. 
Her problem is keeping her war 


_ worker husband adequately fed 


with balanced meals and good 
lunches. 

The war worker’s wife likes 
Pueblo. She already feels herself 
a part of the community and con- 
fides to Mrs. Schirm that she 
wants to locate there permanently. 
Good will reaped by courteous 
service and complete, varied stock 
of housewares will make her a per- 
manent customer at war’s end. 


3— The foreign-born steel 
worker's wife— 

She is naturally thrifty, buy- 
housewares for practicality and 
not for looks. She can spend more 
now than formerly and never 
quibbles about price when quality 
appeals. Her .family is usually 
large, and she never needs a can 
opener. 

The foreign-born steel worker s 
wife buys: 

(a) The largest sizes of all 
pans and utensils. Large earthen- 
ware crocks to serve spaghetti. 
Large, heavy, retinned dish-pan= 
(25 inches across, 8 inches deep. 
costing $6.40) to use for bread- 
making. 

(b) Many inexpensive glasses. 
large glass bowls for fruit. Large 
enameled kettles for her “one- 
dish” stews. ’ 

(c) Canister sets in plastic. 
Earthenware bean pots (that also 
serve as cookie jars). Earthen- 
ware casseroles because they're 
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cheaper than pottery (although 
her eye lingers lovingly upon pot- 
tery dishes). 

She likes the kindly, demo- 
cratic spirit of the store. Often 
shows her appreciation with 
“gifts” to Mrs. Schirm. 


4—The rancher’s wife— 


Coming to town infrequently, 
buys a large order, quickly and 
efficiently. She, too, likes large 
sizes and streamlines her time in 
the kitchen with time-saving 
housewares. Price is no object. 
She doesn’t go for frills or knick- 
knacks, but buys a large stock of 
“necessities.” 





The Rancher’s Wife ; 


The rancher’s wife buys: 

(a) Pottery and glass baking 
dishes in large sizes, so she can 
prepare oven meals early in the 
morning, stick the dishes in ice- 
box until baking time, then put 
them on the table. 

(b) Deep mixing bowls in pot- 
tery. ($2.50 for four bowls.) 
She can whip up a cake, biscuits, 
use the small one for egg-whipping 
with no spilled or wasted food! 

(c) The two-piece batter and 
syrup pitcher, in ideal combination 
for rib-sticking flapjacks. (Both 
pitchers, glass with plastic tops 
and handles sell for 80 cents.) 
She can prepare her batter at 
night, leave it in the pitcher for 
“quick-trick” morning breakfast. 
She also uses the batter pitcher 
for fruit juices for between-meal 
drinks for the young fry. 

(d) Cast - iron skillets and 
chicken fryers (now equipped 
with glass lids) in the large 
sizes, 

(e) Fruit jars, jar brushes. 
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kettles, and canners for her can- 
ning and preserving campaign. 

(f) Milk crocks in all sizes 
(price range $1.20 to $2.25). 

She likes the housewares de- 
partment, since her husband 
usually comes to town with her, 
and they can shop at the same 
store. He always goes to Pueblo 
Hardware for supplies. 


5—The long-established Pue- 
blo housewife— 

Had to be taught that plastics 
are very serviceable if treated 
right. She learned, also, perhaps 
for the first time, the vital meed 
for kitchen economy and cooper- 


- ated like a good sport. Up to the 


hilt in war activities, she runs her 
kitchen smoothly and_ thriftily. 
The unsung hero of the war front, 
she saves fats, serves appetizing 
meals on ration coupons, and saves 
time, energy. and money for the 
war effort. 


The long-established housewife 
buys: 

(a) Gift housewares for wed- 
ding and showers, as she knows 
many people here, and Pueblo 
“booms” with war weddings. 
Buys pottery, open stock or com- 
plete sets for dear, close friends. 
Selects pottery bake-ware for 
showers. Often chooses a gadget 
set in plastics, strainer, salt and 
pepper shakers, cake safes and 
servers, and cookie jars. 





The Long-Established 
Pueblo Housewife 


(b) Thermometers, for it is 
important that every cooking ven- 
ture be successful. Deep fat. 
meat, and oven thermometers as- 
sure precision temperatures. 

(c) Coffee makers — (price 
range $3.80 to $4.95) to get the 
best use of her pound of coffee. 
She makes better coffee, gets 25 
per cent greater yield from her 
supply, and is assured she can re- 
place glass filter rod or either top 
or bottom in case of mishap. 

(d) Refrigerator dishes for bet- 
ter protection of vital left-overs. 
Pottery casseroles for time-saving, 
meal-in-advance preparation of 
oven dinners. 

(e) The housekeeper’s scale- 
for complete accuracy in measur- 

(Continued on page 49) 





Mrs. Glenna Schirm who attends to the wants of all five. 








RECREATIONAL NEEDS of ser- 
vice men in coming months are being 
anticipated by the Army. The Quarter- 
master Corps has just completed the 
placing of new contracts for $4,000,000 
worth of additional athletic and other 
recreational equipment. Ball games, 
both baseball and softball, remain the 
favorite form of sport with American 
soldiers everywhere. Such purchases 
make up a generous portion of the 
orders placed with the sports goods 
manufacturers. Thousands of sets of 
softball equipment, complete from 
bases to bats, were included in the 
orders. Large quantities each of foot- 
balls, basketballs, volley balls and 
handballs, were also included. 

For those who like less active recre- 
ation there are sets of horseshoes, 
quoits, archery, badminton and others. 
Or, if they wish, they may do a little 
fresh-water fishing with one of the sets 
of fishing tackle. The manly art of 
self-defense, too, comes in for a large 
share of attention; those who wish to 
keep in the pink are provided an ample 
supply of boxing gloves. 

Individual or specific items may be 
requisitioned for the forces within the 
continental United States. Standard 
recreational “kits,” however, are made 
up for forces overseas. They are 
issued on the basis of one for each ser- 
vice unit of 125 men or less and two 
for each unit with a larger roster. A 
typical kit for an overseas service unit 
contains several complete baseball and 
softball outfits consisting of bats, balls, 
mitts, gloves and masks; three foot- 
balls, two soccer bails, three volley 
balls, three sets of boxing gloves, two 
table tennis sets and various small 
games sets such as checkers, chess, 
dominoes and others. 

All in all, the recreational kit for 
overseas contains approximately $180 
(wholesale prices) worth of equipment. 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


x * * 


The allocation for the forces within the 
United States is on the basis of about 
$1 per soldier. 

2 2.2 


SCOPE OF THE PROPOSED 
LIMITATION ORDER affecting pro- 
duction of knife and enclosed electric 
switches was outlined at a recent meet- 
ing in Washington of the WPB Knife 
and Enclosed Switch Industry Ad- 
visory Committee. Committee members 
agreed that the limitation order should 
provide for controls over the production 
of safety switches, enclosed circuit 
breakers, panel-bgards, service entrance 
equipment and knife switches. 

A number of suggestions were made 
for provisions to be included in the 
order which would effect a conservation 
of critical material. Among the sug- 
gestions was a proposal to reduce the 
gauge of the enclosing cases of the de- 
vices covered by the order, to stop the 
use of galvanized steel in their con- 











UNEMPLOYMENT, 1940- 1943 


EACH SYMBOL fA REPRESENTS 1,000,000 UNEMPLOYED 





1 
APR 
1943 
500,000 MEN + 400,000 WOMEN = 900,000 


MOST OF THESE ARE IN-BETWEEN-JOBS OR INCAPABLE OF SUSTAINED WORK 














Showing the decrease in unemploy- 
ment from Dec., 1940 to April. 1943. 








struction and to eliminate doors on 
certain types of dead-front panelboards. 


x*«wk 


A POWERFUL NEW INSECTI- 
CIDE, synthesized from coal tar, chlo- 
rine and alcohol and known as GNB-A, 
has been approved by the War Depaz? 
ment for use as the active insecticidal 
ingredient in powder preparations for 
the destruction of body parasites. 
Further experiments looking to the 
ultimate use of the new product for 
the control of roaches, mosquito larvae 
and other insects are now being made. 

The new insecticide will replace 
pyrethrum, the active ingredient now 
used in the insecticide powders by the 
Army and is expected to release the 
United States in large part from de- 
pendency upon imports of pyrethrum 
from Africa. 

xk 

ARMY DEPOTS are being estab- 
lished in New York and Oakland, Cal., 
to repair clothing, individual equipment 
and hand tools and other items returned 
from overseas, the War Department has 
announced. These installations of the 
Quartermaster Corps will put the ma- 
terials in serviceable shape for reissu- 
ance as needed. 

The New York installation, a sub- 
division of the Jersey City, N. J., Quar- 
termaster Depot, will occupy six floors 
of the Chrysler Service Building, 65th 
Street and Amsterdam Avenue. Then 
operating at capacity, it is expected to 
have approximately 800 men and wo- 
men civilian employees. 

The repair depot at Oakland, a sub- 
depot of the California Quartermaster 
Depot in that city, has acquired quarters 
in the former Chevrolet Building. It 
will occupy approximately the same 
amount of space as the New York depot 
and the peak employment will approxi- 
mate that of the New York installation. 
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Mr. Billings encourages a homeowner to paint his own house. 


VB-A, 
paz? 


icidal Ss 
a aint sales m 
sites. B 


the 


- for + 

irvae 

= When Homeowners dr ot, 
ware Co., Birmingham, Ala., en- 


now 
the couraged more customers to paint 
the their own homes and the result has 


de- e e been that sales of outside house 
en ] elr Wi or paint have increased several fold. 
The suggestion was made by Rob- 


ve 


ert S. Billings, owner, when the 






tab- 
al., shortage of painters and decora- 
a tors became acute in that city. This 
has The Billings Hardware Co. finds condition forced-many homeown- 
the ‘ ers to consider doing the work 
na- that sales can still be made themselves and Mr. Billings active- 
2A despite a shortage of painters . asin pe aaaalie a ae 
n. 
“The results have been most 
Irs satisfactory and the increase in our 
th outside house paint sales proves 
- it,” says Mr. Billings. “Most peo- 
a ple like to putter around anyway. 
During these times more and more 
b- of us are learning to do for our- 
ai selves jobs that heretofore we 
rs * ” 
it could hire done. 
“ The few painters and decorators 
rt in the city are so busy that it is 
i- impossible for them to do all the 
: ON AVAILABLE GOODS (Continued on page 51) 
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Builders Hardware Industry Seeks 
Essential Civilian Allocation 


Available low priorities on civilian orders ineffective with- 
out some percentage of total assigned for that purpose. 
—Distributors will be urged to provide “end use” data 
whenever possible as aid for obtaining preference ratings. 


the Special 
Section of the Builders’ Hard- 
ware Statisiical Association is 
endeavoring to persuade WPB to 
illocate some set percentage of 
builders’ hardware production for 
essential civilian use. This step 
s taken in view of the very low 
priorities available for 
yrders in this classification. If 
this consideration is granted it 


should greatly relieve the build- | 


ers’ hardware situation for dis- 


War Industries | 


most | 


tributors and speed up deliveries | 


to them. The decision to seek 
this relief 


yroup’s meeting June 17, 


was made at 


1943, 


the 


at the Yale Club, New York City. 

This group also discussed the 
vital necessity of obtaining more 
priority help information from 
distributors. Wherever possible 
“end use” data is requested as 
such additional knowledge will 
assist producers in getting the 
required materials, Currently, it 
is estimated that about 35 per 
of all builders’ hardware 
orders from distributors provide 
no identifying data to improve 
the industry’s priority status. 
Every distributor is urged to co- 
operate in this effort to accom- 
plish a gain of mutual interest. 


cent 











ST. CHARLES MANUFACTURING CO. WINS THE “E”: 
The Army-Navy “E” production award was presented to the 
men and women of the St. Charles Manufacturing Co. at a 
ceremony which took place on the plant grounds in St. 


Charles, Ill., on June 15, 1943. Mayor lI. 


G. Langum of St. 


Charles introduced L. A. King who acted as master of cere- 
monies. The presentation address was given by Lt. Col. F. W. 
Parker, Jr., of the Chicago Ordnance District, and the accept- 
ance address by R. A. MacNeille, president of the company. 
\ token presentation of individual Army-Navy “E”’ pins was 
made by Lt. Com. F. T. Kegley of the U. S. Naval Reserve to 
four employees selected to represent their co-workers: Made- 
line Maddelein, Louise Baert, Joe Waem and Phil Neu. Pic- 
tured above is the presentation ceremony with left to right: 


Lt. Col W. F. Parker, Jr., Madeline Maddelein, Joe Waem and 
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R. A. MacNeille, president of the company. 
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Har 
a we 
lbs. 
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| item 
whic 
The Special War Industries | 
Section of the Builders’ Hard- 
ware Statistical Association now | As 
has about 76 members out of a of I 
possible 134 manufacturers who furth 
are eligible, as are all producers the 
subject to the rulings of WPB’s a Area 
L-236. Walter B. Dodge, The ment 
Yale & Towne Mfg. Co., New | pe ay ge ‘ ee with 
York City, is chairman of this | ‘oo cane 
section and Hobart Hendricks, E. J. McAleer & Company, Inc., weig 
The H. B. Ives Co., New Haven, Philadelphia, Pa., manufacturers mea: 
Conn., is chairman of the Sta- | °! steel utility cabinets, has re- com 
tistical Association. Monthly | cently announced the election of the 
meetings are held in New York Walter A. Gorrell as president of ever 
Clay, candle ot the Yolo Clah the company. Mr. Gorrell has renc 
re : ‘ had broad experience in a num- bicy 
ber of industrial and commercial faci 
fields which he brings to this old tion 
McCLINTOCK IS RE- established company. live 
ELECTED STOKER MFRS. pro’ 
ASS’N HEAD —- age 
John M. McClintock. manager of « 
of the stoker division, illinois QUIMBY PUMP CO. SOLD or | 
Iron & Bolt Company, Chicago, TO H. K. PORTER CO., INC. wei 
was re-elected president of the Purchase of Quimby Pump Co., bot 
Stoker Manufacturers Associa- | with plants at Newark and New oes 
tion at the 24th annual meeting | Brunswick, N. J., by H. K. Por- = 
of that organization at Lake | ter Co., Inc., Pittsburgh, Pa., has 
Wawasee, Ind. Other officers | been announced recently by 
elected were: Walter Sormane, | T. M. Evans, president of the : 
sales manager, Schwitzer-Cum- | Pittsburgh firm. 
mins Company, Indianapolis, vice Established before the turn of 
president, and George W. Gra- | the century, Quimby Pump Co. 
ham, Eddy Stoker Corporation, | manufactures a full line of pumps, 
Chicago, treasurer. including screw, centrifugal and 
anes rotex types used in industry. At 
AMERICAN SPECTACLE || present the company is also 
CO. MOVES building considerable quantities 
Ths inereaie’-gistiees of aoe of pumps which are intended for 
a ; both the Navy and Maritime 
ernment and civilian business C ce 
has necessitated the taking of oe - 
larger quarters by the American The Quimby plants will be op- 
Spectacle Company, Inc.—manu- | erated as a division of H. K. 
facturers of goggles and sun | Porter Co., Inc., a manufacturer 
glasses. After July 1, 1943, the | of industrial locomotives and 
executive offices will be located | chemical processing equipment, n 
at 550 Fifth Ave., New York | Mr. Evans said. The purchase, i 
City, 19, and the factory and | he added, was made in order to C 
warehouse at 443 Greenwich St., | further diversify H. K. Porter ( 
New York City, 13. Co., Inc.’s line of products. P 
J 
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Hardware Store Deliveries 


Cut in Gas Shortage Area 


Hardware dealers’ deliveries by truck limited to twice 

a week to any customer and to packages weighing 5 

lbs. or more or to packages measuring over 60 inches 

in combined length and girth. Repair parts among 

items exempted from size and weight restrictions and 

which may be delivered to given customer not more 
than six times each week. 





As of June 16, 1943, the Office 
of Defense Transportation has 
further restricted deliveries in 
the Eastern Gasoline Shortage 
Area, under ODT 17, Amend- 
ment 3-A. Under its provisions 
with certain exceptions delivery 
cannot be made of packages 
weighing less than 5 lbs. or 
measuring under 60 inches in 
combined length and girth. At 
the retail store’s discretion, how- 
ever, such special service may be 
rendered by messengers using 
bicycles, local passenger transit 
facilities or by walking. In addi- 
tion to these limitations on de- 
livery, pick up of exchanges is 
prohibited on under size pack- 
ages. However the prohibition 
of deliveries of articles, packages 
or lots of goods under the size or 
weight limits does not apply to 
retail deliveries of articles al- 
tered or processed after and as 





part of the sale thereof nor to 
retail deliveries of parts and 
supplies for repairs. 

Truck deliveries, of packages 
at or above the size or weight 
limits, may be made by a dealer 
but twice a week to any given 
retail customer. The’ same num- 
ber of deliveries in wholesale 
transactions is permitted under 
the order to any given wholesale 
customer. These delivery restric- 
tions apply only within the gaso- 
line shortage area which in- 
cludes; Connecticut, Delaware, 
Maine, Maryland, Massachusetts, 
New Hampshire, New Jersey, 
New York, Pennsylvania (except 
that portion which lies within 
the corporate limits of the cities 
of Sharon, Sharpsville, Farrel 
and Wheatland), Rhode Island, 
Vermont, Virginia (except the 
portions within the corporate 
limits of the cities of Bristol 




















“E” AWARD TO MULLINS: At the Army-Navy “E” cere- 
monies for the Mullins Manufacturing Corporation, Vice-Pres- 
ident H. M. Heckathorn and Labor Representative Clinton 
Carlton accept the “E” burgee. Youngstown Pressed Steel 
(YPS) won the award for pioneering mass production of 
steel cartridge cases for artillery ammunition. 
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and Bluefield), the District of 
Columbia, and the portion of 
West Virginia which lies within 
and east of the counties of 
Mineral, Grant and Pendleton. 
Amendment 3A to General 
Order ODT 17, as amended, re- 
quires dealers and wholesalers 
to establish, within the territory 
served by each of its operating 
units, delivery areas or routes 
that are not duplicated nor over- 
lapping and to prepare and keep 
a map showing such routes or 
delivery areas. 
RICHARDS-WILCOX 
APPOINTS RUST 
PHILADELPHIA MGR. 
Announcement has been made 
by the Richards-Wilcox Manu- 
facturing Company, Aurora, III., 
of the appointment of Clyde M. 





CLYDE M. RUST . 


Rust to the position of manager 
of the firm’s Philadelphia office 
to fill the vacancy occasioned by 
the recent death of William M. 
O’Brien. 

Mr. Rust entered the employ 
of Richard’s-Wilcox 19 years ago 
at Kansas City, Mo., and was 
connected with that branch until 
a few years ago when he was 
transferred to the Philadelphia 
office to help out during Mr. 
O’Brien’s illness. 





JOBBER DISCONTINUES 
“FOR THE DURATION” 


D. M. Jones & Co., 101-103 
Poindexter St., Elizabeth City, 
N. C., wholesale hardware dis- 
tributors, has closed “for the 
duration” according to an an- 
nouncement by L. R. Chappell, 
secretary and sales manager of 
the company. The Jones com- 
pany was established in 1903. 











R. C. NEILSON 


NEILSON HEADS N. Y. 
OFFICE FOR LANDERS 


R. C. “Ruddy” Neilson has 
been named sales manager of 
the New York office of Landers, 
Frary & Clark, New Britain, 
Conn., to succeed the late H. R. 
Owen. This was announced re- 
cently by B. C. Neece, general 
sales manager for the firm. 

Mr. Neilson, who is well known 
to the hardware - housewares 
trade joined Landers, Frary & 
Clark’s sales staff in 1914 and 
contacted the New York trade. 
In 1935 he was transferred to 
Pittsburgh covering accounts as 
far south as Washington. 


MORE PARTS ARE NOW 
AVAILABLE FOR 
COLEMAN APPLIANCES 


The Coleman Lamp and Stove 
Co., Wichita, Kan., has an- 
nounced to dealers that increased 
material allowances have made 
it possible to supply jobbers with 
increased quantities of gener- 
ators and other metal parts for 
Coleman products. 

There is no shortage of man- 
tles, globes or other supplies, but 
our armed forces still require the 
entire production of Coleman 
Appliances so none are yet avail- 
able for civilian use. 

Coleman also announces a com- 
plete new Parts and Supplies 
Catalog No. 28 and free promo- 
tion material for the dealer to 
use in advertising his store as 
headquarters for Coleman ser- 
vice, parts and supplies. 
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ited. The picture which portrays 
in narrative form the vital neces- 
sity of including items from each 
of seven essential food groups in 
each day’s meals, can be obtain- 
ed, free of cost, for showing at 
war plants, schools, colleges, nu- 


trition meetings, clubs and rural 


groups. 


KATZINGER APPOINTS 
ZIMMER VICE-PRES. 


Arthur Keating, president of 
Edward Katzinger Company, Chi- 
cago, Ill., has announced the re- 


| mer as a vice-president of the 
| company. 

Mr. Zimmer for the past sev- 
| eral years has been chief engi- 
neer of the plant, having started 
in 1932 as tool room foreman. 
Prior to coming with the Katz- 
inger organization, he had been 
identified with the International 
Business Machines Corp. He had 





“E” AWARD PRESENTED TO MALLEABLE IRON RANGE 
CO.—The coveted Army-Navy “E™ Award for excellence in 
the production of essential war materials now flies over the 
Malleable Iron Range Co., Beaver Dam, Wis. The banner was | also spent several years with the 
awarded at appropriate ceremonies on May 13 before the | A. & J. Co.. of Binghamton, N. 
employees of the company, local residents and distinguished | Y., before that firm was pur- 
guests. Lt. Col. Joseph J. Klumpp, U.S.A., awarded the “E” | chased by the Katzinger organi- 
emblem, which was accepted by H. T. Burrow, president of | zation. _ 

the company. The “E” pins were presented by Lt. Com- 
mander E. H. Enright, representing the U. S. Navy, and were 
accepted in behalf of the employees by Frank C. Miller, presi- 
dent, Federal Labor Union No. 19057. M. J. Maier, vice-pres- 
ident of the company, acted as master of ceremonies. The 
illustration shows the “E” Flag being received by represen- 
tatives of the Malleable Iron Range Co. Left to right are: : 
Frank C. Miller, president, Federal Labor Union No. 19057: Bristol-Myers Company, will be 
A. C. Seering, factory superintendent; H. T. Burrow, presi- | handled by the Rubberset Com- 


dent of the company; and M. J. Maier, vice-president. pany, Newark, N. J., another 
Bristol-Myers subsidiary, now en- 


gaged in the manufacture of 


RUBBERSET TO HANDLE 
PETERMAN PRODUCTS 


facture of products of William 
Peterman, Inc., a subsidiary of 








| let entitled “Crisis in 


| cent appointment of J. M. Zim- | 


\s of July 1, sales and manu- | , 
peace-time 


paint brushes, shaving brushes, | 


| and hair brushes. The Peterman 
products will be manufactured 
in a new Newark factory. The 
products include Peterman’s Ant 
“hr Food, Peterman’s Roach Food, 
. fortable living we have ever seen. | and Peterman’s Discovery. Sales 
radical, warborn dream products | but it will be a step-by-step proc- | of these products were formerly 
to become actual realities in the | ess. He showed binoculars for,| Bristol-Mvers Com- 
immediate post-war period by T. the Army, armor-piercing shot ‘ 


Westinghouse Appliance Heads. 
Review War and Post-War Operations 


The American public was cau- | 
tioned not to fantastic, 


vancement in healthful and com- 


expect 


handled by 
pany. 


J. Newcomb, sales manager 0 »lasting is tanks. radio 

Stent 2 nager, | for blasting Axi tanks, radi | Mekoct H. Seltner, of the Rub- 
estinghouse Electric & Mfg. | apparatus for Navy bombers . . 

. ‘ nay’ ; berset Company, will be respon- 

Co., Appliance Division, at a re- | and fighter planes, and other | ; 


sible for sales and advertising of 
Peterman products and Rubber- 
set toilet brushes. 


war products, the company is 
now making for war purposes, 
including a bomb device for kill- 


cent meeting in the Waldorf- 
Astoria Hotel, New York City. 
The meeting took the place, this 





BOOK “CRISIS IN 
RUBBER” AVAILABLE 

FROM GOODRICH 
{ timely and interesting book- 
Rubber” 
has been produced by the public 
relations department, of the B. 
F. Goodrich Co., Akron, Ohio. It 
is available upon request without 
cost. It is not offered as a sci- 
entific discussion on the chemical 
structure of rubber but instead is 
a simply told review of the status 
of natural and synthetic rubber 
showing what has been accom- 
plished to meet the critical rub- 
ber situation that has faced this 
nation because of the war. 


MURRAY OHIO BROCHURE 
ILLUSTRATES CONVERSION 
TO WAR PRODUCTION 


The Murray Ohio Mfg. Co., 
1115 E. 152nd St., Cleveland, 
Ohio, has issued an attractive 
and colorful brochure illustrat- 
ing its conversion from peace- 
time manufacture of bicycles, ju- 
venile wheel goods, toys and au- 
tomotive stampings, to the manu- 
facture of war products. In the 
booklet it is pointed out that 
new methods, techniques and 
equipment were required together 
with the training of personnel by 
technicians for the 
building of items foreign to any- 
thing the company had previously 
manufactured. Large clear half- 
tones illustrate some of the 
stages in the making of anti-air- 
craft gun magazines, bombs, 
bundle packs, trigger housings, 
etc. Another section shows 
some of the former peace-time 
production stages in the making 
of bicycles, ete. 

Several pages illustrate activi- 
ties .of the company’s auxiliary 
military police and trained fire- 
men, the medical department and 
the employee’s cafeteria. There 
are also several pages showing 
scenes from the occasion of the 
company’s receipt of the Army- 
Navy “E” Award, together with 
the program of the presentation. 








year of the company’s annual ing malaria and yellow fever | 
peacetime display of its new line | carrying mosquitoes. 
of electric appliances. Although | Mrs. Julia Kiene, 
there will be born, out of this | Westinghouse Home Economics 
war, many new conceptions of | Institute, Mansfield, Ohio, told 
electric appliances, he warned | of the Health for Victory Club 
that it will be a year, two years | now used by 1,116 war plants, 
and in some cases five years after churches, department 
the war before “Mrs. Housewife | stores, etc. The club was foun- | 
should expect to reap the fruits | ded by Mrs. Kiene to interest | 
| 


Director. 


schools, 


of proven scientific advance.” war workers and their families 
J. H. Ashbaugh, manager, | in better diet habits. She out- 
Westinghouse Electric Appliance | lined the different types of foods | 
Division, said that the immediate 
post-war living will not be much 


that should be eaten daily. 

sound film, “This Too Is Sabo- 
different from what it was at the | tage,” explaining in graphic de- 
end of the era just preceding the | tail how balanced meals and 
war. The next 10 years will | proper diet will help improve the 
health of the nation was exhib- 








probably show the greatest ad- 


Schmitt, 
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HARDWARE BOOSTERS ELECT OFFICERS—Three of the 
officers recently installed are left to right: re-elected secre- 
tary, Kenneth A. Heale, Associate Editor, HARDWARE ACE; 
president, T. J. Crofton, H. B. Sherman Mfg. Co.; vice-presi- 
dent, A. C. Flamman, Mellen, Flamman & Simpson. Harry J. 
H. Blumberg & Sons, 


was reelected treasurer 





HARDWARE AGE 
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SAVAGE PRODUCES MILLIONTH “TOMMY GUN": The 
production of 1,000,000 Thompson sub-machine guns by the 
Savage Arms Corporation was celebrated June 5, 1943, in 
impressive ceremonies at the Utica, N. Y., plant of the cor- 
poration. To signalize the event, the millionth gun was pre- 
sented to Col. Frank J. Atwood, district chief, Rochester Ord- 
nance District, who received it in behalf of the Government. | 
The presentation is shown in the above illustration. Left to 
right: Miss Early, secretary to Mr. Thomas; Edward C. O. 
Thomas, Civilian Protection Director of New York State; 
Mayor Vincent R. Corrou of Utica; Col. Frank J. Atwood, 


chief, 


district 


Rochester Ordnance District; Congressman 


Fred J. Douglas; Herbert Caswell, co-chairman of the Savage 
Arms Labor-Management Committee, and Fred F. Hickey, 
president of the Savage Arms Corporation. 








Home Study Course in Appliance 
Servicing Instituted By G-E 


The General Electric 
Bridgeport. Conn., has prepared 
a home study course in ap- 


pliance servicing, known as the | 


“T” Plan, to make present ser- 
vice men better qualified to han- 
dle repairs on G-E home ap- 
pliances and to give quick, sound 
and easy-to-understand instruc- 
tions on these products to men 
and women who have not had 
previous experience with them. 
It is a long-range program of 
training instruction, designed 


eventually to cover all products | 


in the line of G-E products. 
The plan calls for study and 


Co., | swers will be found. The student 


will not be expected to write 


| lengthy answers. 





examination by the student, plus | 


paper grading by the G-E dis- 
tributor or the General Electric 
Co. The first series of lessons 
will be on G-E refrigerators, em- 
phasizing service of machines. 
Starting July 15, a lesson will 
be mailed every week until a 
total of 12 have been issued. Six 
of these lessons will be included 
in the regular monthly issue of 
the Product Man, and the other 
six will be issued as a bi-monthly 
supplement to the Product Man. 
The objective of the “T” Plan is 
to give the student practical in- 
struction on G-E appliance 
mechanisms and to do this in the 
shortest possible time with a 
minimum of paper work. 

The average lesson will con- 
tain from five to ten questions. 
With these will be given in- 


formation as to the section of a 
specific manual 


where the an- 


JULY 8, 1943 











Anyone who is interested in 
improving his knowledge of G-E 
products, and who ‘has available 
the few tools necessary to enter 
and finish the course, is eligible 
to take this course. Those who 
are interested in enrolling in the 
course may do so through their 


G-E distributor or by writing 
him for an enrollment applica- 
tion form. 


SIMPLIFIED PRACTICE 
RECOMMENDATION FOR 
WIRE ROPE 
Printed copies of Simplified 
Practice Recommendation R198- 
43, Wire Rope, are now avail- 
able, according to an announce- 
ment of the Division of Simplified 


Practice, National Bureau of 
Standards. 

This recommendation, which 
is considered important to our 


war program and _ which 
promulgated in February, was de- 
veloped by engineers of the rope 
industry to serve as a wartime 
conservatiow measure and as a 
guide for post-war practice, and 
passed through the regular pro- 
cedure of the National Bureau of 
Standards, at the request of the 
WPB. 

General adherence to the 
recommendation will result in a 
net reduction in variety from 973 


was 





} unit 





to 643, or 33.9 per cent. The 
major production and use of 
wire rope and, therefore, the pre- 
dominant tonnage, is covered 
by four different constructions, 
where the reduction in variety 
will be from 352 to 182, or 48 
per cent. 

The publication, which con- 
tains, in addition to the simpli- 
fied list, a brief history of its 
development and a list of the 
firms, organizations and govern- 
mental establishments that ac- 
cepted the program, may be ob- 
tained from the Superintendent 
of Documents, Government Print- 
ing Office, Washington, D. C., for 
10 cents each. 


ISSUE DIRECTORY TO 
HELP THOSE CONTACTING 
OPA 


A new Directory of Commodi- 
ties and Services designed to help 


| persons contacting the Office of 


Price Administration to find the 
which has specific knowl- 
edge of their problems was made 
public recently. 

The directory indicates the 
price regulations applicable to 
each commodity and class of ser- 
vices, and the OPA unit which 
handles it. By use of an alpha- 
betical list of commodities the 
visitor to OPA can easily find the 
individual he is seeking and his 
telephone extension number. The 
commodity list covers a total of 
5000 Items affected by 
rationing orders are annotated. 

The current the first 
of the directories to be made pub- 
lic. The publication will be re- 
vised and reissued periodically 
hereafter. 


items. 


issue is 


GAMMEL IS PROMOTED 
BY OSBORN COMPANY 
James G. Gammel, 
industrial brush representative of 
The Osborn Manufacturing Com- 


formerly 





JAMES C. GAMMEL. 


pany in the New England terri- 
tory, has been promoted to the 
position of technical assistant in 
brush engineering service at Os- 
| born’s home office and factory, 
Cleveland, Ohio. 

Since joining Osborn, Mr. Gam- 
mel has been particularly active 
in helping war industries increase 
production through the applica- 
tion of industrial brushing tech- 
niques and methods. In his new 

| post, he will extend his brush 


engineering activities by  as- 
sisting Osborn representatives 


throughout the country. 

Mr. Gammel will be assistant 
to G. O. Rowland, Osborn execu- 
tive, who as chief of WPB’s in- 
dustrial brush unit, is required 
to spend a portion of his time 
in Washington. 











ON THE DISCUSSION CLUB PROGRAM: J. C. Myers, presi- 
dent of The F. E. Myers & Bro. Co., Ashland, Ohio, at the 
right, discussing the question of farm water supply with Art 
Page, associate editor of the Prairie Farmer, over radio sta- 


tion 


WLS on June 10, 1943. Mr. Myers, participating in the 


Discussion Club program, pointed out the present day need 
for pumps and described the work they do both for the civilian 
populatior -nd the armed forces. 
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E. J. Th 


» left, presid 





t, and Cliff Slusser, vice-president of 


The Goodyear Tire & Rubber Co., Akron, Ohio, examine the 
first synthetic rubber tire to be produced in this country entirely 
of materials from government-sponsored plants. 


First Synthetic Rabber Tire Made 


From Government-Produced Materials 


Completion of the first syn- 
thetic rubber tire to be made en- 
tirely of government-produced 
materials was announced recently 
by the Goodyear Tire & Rubber 
Co., Akron, Ohio. 

The historic tire was in the 
size for U. S. Army “jeeps”. Its 
only difference from a conven- 
tional natural or synthetic rubber 
tire is the date molded into both 
sidewalls. Synthetic rubber for 
the tire was manufactured in a 
government-owned Goodyear-op- 
erated synthetic rubber plant in 
Akron which was placed in op- 
eration last May. 

Styrene for the rubber was in 
the first carload to leave a gov- 





ernment-owned plant in Texas 
City, Tex., which, in turn, was 
the first government styrene plant 
to go into production. This plant 
is being operated for the govern- 
ment by the Monsanto Chemical 
Co. Butadiene for the rubber was 
from the first carload to leave 
the government-erected butadiene 
plant in Institute, W. Va., like- 
wise the first government buta- 
diene plant to go into production 
anywhere in the country. This 
plant is being operated for the 
government by the Carbide & 
Carbon Chemical Co. The tire 
itself was made in one of Good- 
year’s Akron tire plants. ' 








WPB Industry Advisory Committees 


The Director of Industry Ad- 
,visory Committees recently an- 
hounced the formation of the fol- 
lowing committees: 


Wheelbarrow Industry 


Government presiding’. officer: 
Roy Halquist. Members: J. A. 
Anderson, secretary-treasurer, To- 
ledo Wheelbarrow Co., Toledo, 
Ohio; G. W. Atkins, Buch Mfg. 
Co., Elizabethtown, Pa.: J. E. 
Core, president Jackson Mfg. 
Co., Harrisburg, Pa.; Floyd 
Evans, general manager, The 
Slusser McLean Scraper Co., 
Sidney, Ohio; R. T. Faucett, 
president, Chattanooga Wheel- 
barrow Co., Chattanooga, Tenn.; 
H. C. Hoeflich, president, Case 











Crane & Kilbourne Jacobs Co., 
Columbus, Ohio; L.+S. Holden, 
president. Construction Ma- 
chinery Co., Waterloo, Iowa, C. 


| C. Keller, general manager, Gen- 


eral Wheelbarrow Co., Cleveland, 
Ohio;  S. E. Race, treasurer, 
Lansing Co., Lansing, Mich.; 


W. H. C. Goode, general man- 
ager, The American Steel 


Scraper Co., Sidney, Ohio: and 
J. T. Hegner, priorities director, 
Sterling Wheelbarrow Co., Mil- 
waukee, Wis. 


Farm Dairy Equipment 
Industry 
Government presiding officer: 
James W. Crofoot. Members: 
W. L. Bugbee, sales manager, 





Hinman Milking Machine Co., 
Inc., Oneida, N. Y.; C. E. But- 
ler, The Galloway Co., Inc., 
Waterloo, lowa; James H. Dazey, 
general manager, Dazey Churn 
& Mfg. Co., St. Louis, Mo.; H. 
S. Eastwood, executive represen- 
tative, The DeLaval Separator 
Co., New York City C. V. Hol- 
man, International Harvester Co., 
Chicago, Ill.; W. H. Lane, presi- 
dent, Atlantic Stamping Co., 
Rochester, N. Y.; T. W. Mer- 
ritt, vice-president, Babson Broth- 
ers Co., Chicago, Ill.; James K. 
Noel, president, Victor Products 
Corp., Hagerstown, Md.; R. K. 
Follansbee, vice-president, Sheet 
Metal Specialty Co., Pittsburgh, 
Pa.; and William Richardson, 
vice-president, M. A. Richardson, 
Inc., Chicago, III. 


Shaving Brush Manufacturers 
Industry 
Government presiding officer: 
P. H. Thayer. Members: Bar- 
nett Buddish, vice-president, Rub- 
berset Co., Newark, N. J.; J. 














Lecker, Ever Rite Brush Mfg. 
Co., Bronx, N. Y.; Edward Settle, 


Col. 






president, The James Lowe 

Erskine Co., Inc., Brooklyn, N. 

Y.; Arthur Stern, president, Col 

Leopold Ascher Corp., New York aol 

City; H. Goldberg, president, i 
. actur! 

Royal Brush Co., New York este 

City; and Miss S. A. Hooley, 


secretary, The Hardright Corp., | 
Belleville, N. pA ‘ 


e 
Sheet Steel Warehouse 3 
Industry if, 


Government presiding officer; 4 
J. R. Stuart. Committee mem- * 
bers are: Fred S. Doran, Joseph 
T. Ryerson & Son, Inc., Chicago, 
Ill.; J. D. Finnegan, Hynes Steel 
Products Co., Youngstown, 
Ohio; W. H. Franklin, Edg- 
comb Steel Co., Philadelphia, 
Pa.; Sol Friedman, Reliance 
Steel Corp., Cleveland, Ohio; 
Maxwell Jospey, Production 
Steel Co., Detroit, Mich.; New- 
ton F. Korhumel, Laham-Hickey 
Co., Chicago, Ill.; Donald C. 
Lott, Tin Mill Products Corp., 











B. deMesquita, executive vice-| Pittsburgh, Pa.; M. R. Lowen- ganiz 
president, American Safety Razor | stine, Central Steel and Wire itary 
Co., Brooklyn, N. Y.; S. Ek- | Co., Chicago, Ill.; W. E. Thore- circl 
malian, president, Wontshed| sen, Great Western Steel Co., Gen 
Brush Co., Troy, N. Y.; I.| Chicago, Il. a 
. ‘ 

tary 

Low 

uate 

Mili 
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Herbert R. Owen, Vice-President of 
Landers, Frary & Clark, Dies 


Herbert R. Owen, vice-presi- 
dent and manager of the New 
York office of Landers, Frary & 
Clark, died May 22 at his home 
in New Rochelle, N. Y., after a 
short illness. He was 53 years 


of age. 
Before his association with 
Landers, Frary & Clark, Mr. 


Owen was sales manager of the 
New York division of the Cleve- 
land Metal Products Co. After 
joining Landers, Frary & Clark 
he became sales manager of the 
department store division in 
June, 1923. An expert in de- 


partment store merchandising Mr. 


Owen was one of the best known 
figures in the Housewares field. 
He was elected a vice-president 
of Landers, Frary & Clark in 
March, 1926, and assumed charge 
of the New York office in July, 
1936. 

He was president and a di- 
rector of the New York House- 
wares Manufacturers Association, 
Inc.; chairman of the Manufac- 
turers Group of the Electrical 
and Gas Association of New 
York, Inc., as well as a member 





Ge 





of the board of governors of the 
organization. Mr. Owen was 
also a member of the Sales Ex- 
ecutive Club of New York, the 
Housewares Club of New York 
and the Essex Electrical League 
of Newark, N. J. Prior to his 
death Mr. Owen was elected an 
honorary member of the House- 
wares Club of Chicago. 
























HERBERT R. OWEN 


HARDWARE AGE 
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Col. William N. Pelouze Passes; 
Was Noted Military and Civic Leader 


Col. William Nelson Pelouze, 
president of the Pelouze Manu- 
facturing Co., Chicago, IIl., di- 
rector in a number of other or- 





W. N. PELOUZE 


ganizations and prominent in mil- 
itary and Illinois National Guard 
circles, died at his home at Lake 
Geneva, Wis., June 27. He was 
77 years old. 

Col. Pelouze followed the mili- 
tary tradition of his father, Gen. 
Louis H. Pelouze, who had grad- 
uated from the United States 
Military Academy in the class 
of 1853 in which were Generals 





Sheridan, Schofield and McPher- 
son. Col. Pelouze was born in 
Washington, D. C., and gradu- 
ated from the Michigan Military 
Academy in 1882 following which 
he moved to Chicago. In 1894 
he organized the Pelouze Scale 
Company and became its presi- 


dent. In 1908 he formed the 
Pelouze Heater Company and 
and two years later combined 


both organizations into the Pe- 
louze Manufacturing Co. He was 
active as president at the time of 
his death. 

In 1883 he was commissioned 
a captain in the Illinois National 
Guard and filled successfully the 
posts of major, assistant adju- 
tant general and colonel in that 
organization. He saw service in 
the Spanish-American War. 

Col. Pelouze was director of 
the Harris Safe Deposit Co., past 
chairman of the Illinois Deep 
Waterway Commission and past 
president of the Illinois Manu- 
facturers Association. He also 
was a member of the executive 
committee of the Chicago Plan 
Commission and a member of 
the Illinois Centennial Commis- 
sion. 

He is survived by his widow, 
Helen Thompson Pelouze, a 
daughter and a brother. 








George B. Richards, President of 


Richards & Conover 


r 


+ 
RICHARDS 





GEORGE B. 


George B. Richards, president 
of Richards & Conover Hardware 
Co., Kansas City, Mo., wholesale 
hardware distributors, died at the 
home of his daughter, Mrs. C. N. 
Seidlitz, in Kansas City, recently. 
He was 77 years of age. Last 
summer, he had a major opera- 
tion from the effects of which he 
had never recovered. At the 
time of his death he had been in- 
active as an executive of the com- 
pany for approximately nine 


Hdwe. Co., Dies at 77 


Mr. Richards was of a quiet 
and reserved nature whose opin- 
ion was valued highly by all 
with whom he came in contact. 
He was deeply interested in the 
work of St. Paul’s Episcopal 
Church and St. Luke’s Hospital 
in Kansas City. In addition, he 
was a golf enthusiast and had 
the Kansas 
City Country Club for years. In 
1935 he served as president of 
the Hardware Golf Association. 


been a member of 


WILLIAM W. GEACH 

William W. Geach, former vet- 
eran traveling salesman for Hib- 
bard, Spencer, Bartlett & Co., 
Chicago, Ill., died at his home 
in Granville, Ohio, on June 20 
following a brief illness. He was 
78 years of age. 

Mr. Geach began his hardware 
career in 1881 at the age of 16. 
He first worked in the hardware 
store of Geach & Moore, Gian- 
ville, Ohio, in which his father 





months. 
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\was a partner. Two years later 











he became a full-time salesman 
in the store. In 1890 he began 
his career as a traveling sales- 
man with Smith Bros. Hardware 
Co., Columbus, Ohio, wholesale 
hardware distributors. Two years 


a 





WILLIAM W. GEACH 


later he went with Hibbard, 
Spencer, Bartlett & Co. and, until 
his retirement in 1938, represent- 
ed that firm in Ohio in a terri- 
tory which included 25 county 
seats, 

At the recent convention of the 
Ohio Hardware Association in 
Columbus, Mr. Geach was one of 
those honored for long member- 
ship in the association. He was 
a member of the HArpware ACE 
Fifty Year Club and had been a 
director of the Dean & Barry 
Columbus, Ohio, paint 
manufacturers, for many years. 


Co., 


WILLIAM M. O’BRIEN 


William M.. O’Brien, manager 
of Richard-Wilcox Manufactur- 
ing Company’s Philadelphia office, 
died recently at his home in 
Lansdowne, Pa. Death resulted 
from a stroke which he experir 
enced more than five years ago 
and which had resulted in his 
being confined to hospitals and 
his home ever since. 

Mr. O’Brien had been 
ciated with the Richards-Wilcox 
organization for more than 25 
years and had successively filled 
the positions of shipping clerk, 
salesman and branch manager. 


asso- 





WILLIAM M. O’BRIEN 





WILLIAM C. LUTZ 


William C. Lutz, Kenmore, 
N. Y., died June 24 in his home. 
He was 60 years of age. 

Mr. Lutz, who had spent 15 
years on the vaudeville stage, 
opened his hardware in 
Kenmore in 1929. 

Fishing and hunting were his 
hobbies and he devoted con- 
siderable attention to those lines 
His widow sur- 


store 


in his business. 
vives. 


J. NOAH H. SLEE 


J. Noah H. Slee, 82, founder of 
the Three-in-One Oil Co., and 
president of the firm until 1937 
died June 21 at his home in Tuc- 
son, Ariz. Death was due to 
cerebral hemorrhage. 


WILLIAM C. WEAVER 

Wm. C. Weaver, 58, head of 
McWhorter, Weaver & Co. whole- 
salers in hardware, radio and 
saddlery on Second Ave. north 





WILLIAM C. 


WEAVER 


and one of its founders passed 
away on June 14. Native of 
Nashville “and educated at Van- 
derbilt University, he had been 
in the hardware trade all his life. 
He had served as director in the 
Southern Hardware Jobbers Asso- 
ciation, was a Rotarian for 20 
years, a former member of the 
Draft Board and Davidson Coun- 
ty Board of Education, a Metho- 
dist and a leader in fraternal and 
athletic circles. His widow, 
daughter, son and several grand 
children survive. 


B. WADEL 


B. Wadel, president of Wadel- 
Connally Hardware Co., Tyler, 
Texas, wholesale hardware dis- 
tributors, passed away suddenly 


on June 4th. 
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Post-War Merchandise Must 


Satisfy the Consumer 
Even Though It Is Radically Different 


Low 


public should not be misled about probable 
t-war “super-duper” models. To quickly re- 


convert production facilities from war needs to 
civilian requirements necessitates the resumption of 
* the manufacture of 1942 models of automobiles, * 
major appliances and many other goods which will 
be sorely needed. The drastic changes born of war 
experiences will come quickly but they will not be 


ee consumer 


surveys, which we have had an 
opportunity of studying, and nu- 
merous “John Q. Public” conver- 
sations which we have overheard 
indicate that many purchasers are 
expecting radical changes in prod- 
ucts in the period immediately 
following the war. These persons, 
usually uninformed on production 
and distribution problems, are 
busily getting their minds set on 
“super-duper” mysterious 
and miraculous household appli- 
ances of completely new design 
and plastic “this or that’s,” all of 
which they expect to be available 
at ridiculously low prices. The 
low prices to appeal to that unde- 
veloped mass market. 


cars, 


“Dream Designs” 


These ideas are being put in pur- 
chasers’ heads by the “dream de- 
signers” who have produced draw- 
ings of post-war merchandise, 


much of which will not lend itself 
to production and, in all prob- 
ability, never will be produced. 





immediate. They will take time. 


By GEORGE G. HOY 


Associate Editor 
of Hardware Age 


Nevertheless, the public is ex- 
pecting great things and a terrific 
injustice is being done manufactur- 
ers and dealers by this type of 
publicity. Every well informed 
person knows how difficult is will 
be to get badly needed refrigera- 
tors, stoves, ranges, radios, and 
many other items rolling off the 
production lines, even if full use 
is made of available dies and ma- 
chines now in storage. Models 
produced in 1942 would be ready 
for the consumer in the shortest 
possible time if this were done. 

However, if the public expects 
too much it may be disappointed 
with what is offered and may re- 
fuse to buy or delay buying. 
There will be many uncertainties 
in the early post-war period calcu- 
lated to shake one’s confidence. 
Dealers sensing this feeling on 
the part of their customers might 
be extra conservative in buying. 

A dealer might reason, “I'll buy 
some of the goods offered now, but 
will avoid building up too large 


a stock. This merchandise may 
be hard to move if customers con- 
tinue to show a preference for 
and an interest mainly in new 
models. Many of my customers 
may prefer to wait possibly a year 
or more if they are disappointed 
in what will be available when 
peace arrives. And, if manufac- 
turers come out with new models, 
as they will eventually, I'll prob- 
ably be stuck with the old stock 
and have to mark it down in order 
to sell it. Ill just go easy on re- 
stocking now and wait to see what 
develops.” 


Harmful Thinking 


Such thinking on the part of 
the public, dealers, and distrib- 
utors can be very harmful to post- 
war re-employment, production 
and selling efforts. 

Employment and production can 
only be kept at high levels if 
manufacturers can convert quickly 
to peace-time production and if 
they are assured of selling the 
merchandise they can produce in 
substantial quantities. Sales can 

(Continued on page 42) 
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Keys are made and practically any 
type of oil stove can be repaired. 





Mr. Reideman repairs a small radio. 
The repair department does a lot 
of this kind of work these days. 






Suecher’s Hardware Repairs ‘Em All— 
From Radios to Roller Skates 


It’s all grist to this firm's 
mill. It maintains sales volume 
and keeps customers’ household 
and farm equipment functioning 


Pin work helps 


Saecher’s Hardware, Lake Mills. 
Wis. (population 2,200), main- 
tain its sales volume and keep 
customers’ household equipment 
functioning. It also produces a 
satisfactory profit for the business 
and for A. F. Reideman, owner. 
Most of the repair work is done 
by Mr. Reideman. It has to be 
taken care of during the slack 
periods of the day, since it is im- 
possible for him to set aside a time 
for such work under present con- 
ditions. Mr. Reideman tries to do 
some of this work when his sales- 
man is on the floor to take care 
of customers, but this does not 
always work out, so that rush work 
must occasionally be done at 
night after the store closes. 
“There seems to be no limit to 
the number and types of items 


JULY 8, 1943 





people want repaired these days,” 
says Mr. Reideman. “Customers 
bring us old kerosene stoves and 
ask us to put them in operating 
condition. They expect to use 
them and thereby save more es- 
sential gasoline, gas, and electric- 
ity. Everyone is trying to make 
items that cannot be replaced last 





longer and we have many wash 
boilers to solder and other house- 
hold utensils and equipment to 
repair. ; 

“Farmers are very good cus- 
tomers and have a lot of items 
to be repaired these days. Milk 
cans, pails and strainers in large 
numbers are repaired in our re- 
pair department. This is neces- 
sary equipment to the farmers, and 
they appreciate the repair service 
we make available to them.” 

Many service dollars are made 
by repairing radios, roller skates, 
fishing rods, guns, and by making 
keys. Ice skates are sharpened in 
the wintertime. The repair de- 
partment makes other sales of 

(Continued on page 55) 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 

















Make Better Use of Your Time! 


VERY salesperson in the 
retail hardware store today 


must master the job of do- 
ing more. Manpower shortages 


and effective color combinations. 

Adequate equipment will save a 
lot of time in changing table dis- 
plays inside the store. There 








Even in the marking and re- 
ceiving jobs, time-saving short 
cuts can be worked out. It’s doubly 
important these days that every 
item be marked with selling price, 
receiving date and delivered cost. 






are just as many and as serious in = should be a fair stock of glass ae netwey a gh ge = : 
businesses —- the home front dividers, table hardware or filler mag” "C oa a Bons: ‘an . 4 | 
—- yu nay bins, price tickets and price ticket time in selling the goods later on. ‘ 
wt ur bans done more eld for pricing the abi and "onal he Hasan Aes 
your time in trimming window show card stands for different Retail Sales Idea Club will im- | 
sized cards. With such equipment, prove themselves and become more 


displays, table displays, checking 
and marking merchandise, and 
even in waiting on each customer. 
Time saving equipment will en- 
able the salesperson to do all of 
these jobs in less time with the 
exception, of course, of the job of 
waiting on customers. 

The only way in which you can 
seve time in waiting on custom- 
ers is to know your merchandise 
better and to do a more effective 
selling job. And this is a big job 
under present conditions because 
of the many new items that you 
are called upon to sell. 

The right type and adequate 
number of window pedestals will 
help the employee install window 
displays in less time without low- 
ering the quality and effectiveness 
of the displays. Window displays 
are just as important in merchan- 
dising and selling today as they 
have been at any other time. 

Window backgrounds, either 
permanent or temporary, will help 
the person who is responsible for 
attractive window displays to 
achieve the desired effect in less 
time. Temporary backgrounds can 
be constructed from inexpensive 
materials and either covered with 
corrugated board or painted. The 
material can be changed or the 
panel can be re- 
painted with 
resin emulsion 
paint from time 
to time in order 
to secure new 








better displays can be developed 
and completed quickly. 


valuable to their firms if they mas- 
ter the job of doing more. 





July Contest 
“What Do You Know?’ 


$20.00 in Cash Prizes 
For Answering These Questions Correctly: 


1—Give some of the provisions a well-drawn business build- 


ing lease should contain. 


2—Suggest several suitable color schemes for the front of a 


hardware store. 


3—Store atmosphere means increased sales in retail stores. 
What factors go to make up the right type of store atmosphere? 
4—Window displays should be planned in advance for best 
results. Suggest two displays you would schedule for the 
month of September and list the merchandise to be shown in 


each. 
5 





What type of window display fixtures have you found 


most helpful in arranging displays? 


Send in Your Answers — $20.00 in Cash Prizes! 
CONTEST RULES 


HarpwareE AGE will pay a First Prize 
of $10.00, Second Prize of $5.00, Third 
Prize of $3.00, and a Fourth Prize of 
$2.00 for the four best papers submitted 
in answer to the above questions. En- 
tries must be received not later than 
July 26, 1943. The winners will be an- 
nounced and correct answers to ques- 
tions published in the Aug. 19 issue of 
Harpware AGE on the Retail Sales Idea 
Club pages. In case of ties, duplicate 
prizes will be awarded. Decisions of 
the editors will be final. All material 
becomes the property of HARDWARE 
AcE, ¥ 

1-—Just“write your answers to ques- 
tions on a sheet of paper and mail to 


Harpware AcE Retail Sales Idea Club, 
100 East 42nd Street, New York, N. Y. 

2—Be sure your name and address is 
written on the paper, as well as the 
name of your company. 

3—Write the name of the contest— 
July “What Do You Know?” Contest— 
on your entry. 

4—Only individuals who have regis- 
tered for membership in the HARDWARE 
AcE Retail Sales Idea Club are eligible 
to participate in this contest. If you 
are not a member, you can become one 
by filling in the simple registration 
form shown on these pages, and mailing 
it to the club. There is no cost for 
membership. 












You receive $1.00 for each idea 
considered worthy and accepted 
for publication. Watch these 


















FOR EACH OF THESE IDEAS $1.00 WAS PAID 


pages of successful ideas. 


wd Substitute Garden Hoes manikin figure from the local de- in the stock as a sample and pat- 
my “We haven't been -ble to se-  Partment store, placed her in the tern and have since that time 
i cure enough garden hoes to take window and put a garden rake in made up a lot of these for stock. 
ay care of eaf customers w':c have et Band. The department store It takes very little time to make 
ae planted Victory Gardens. So to dressed the manikin in a garden them and the returns are very 
ed help thes: customers, we bought slack outfit. This display stopped _ gratifying. 

a. salvaged pieces of heavy sheet the passerbys and created a lot of CLARENCE S. Beck 
SE iron, h 4 these stamped out in  imterest ia the display. Our sales Reeve Harden Co., 
_. the shape of a hoe, attached a improved immediately.” Hamburg, N. J. 

re 5-ft. handle, painted them, and Witt H. Baltey, xk 





s.ld them to customers as s bsti- 
tute. hoes. Our customers were 
glad to get them and, so far, the 
substitute hoe has given satisfac- 
tory service. Customers were able 
to take care of th ir Victory Gar- 
dens and th was the impc tant 
job.” 

Bessie R. NuseK, 

Jachym’s Hardware, 


Berwyn, Ill. 
x *k * 


Stopped Window Shoppers 


“Recently, we installed a win- 
dow display of garden tools, seeds, 
and related items. To make the 
display different, we borrowed a 


Copy this form on a penny 
post card if more than one 
form is necessary. 


Perth Amboy Hardware Co., 
Perth Amboy, N. J. 


* 2 @ 


Scoops From Scrap Material 
“We have had difficulty in se- 


curing small hand feed scoops, 
and have been told that they are 
no longer being made. Since we 
have calls for these now and then, 
we were anxious to get some for 
our stock in some way. 

“T hit upon the idea of making 
them out of scrap galvanized 
sheet metal, old broom handles 
and scrap lumber. All of these 
materials were available around 
our shops. We used the last scoop 


Flashlight Repair Service 


“With flashlight; at such a pre- 
mium, we have set up a flashlight 
repair department and are provid- 
ing our customers with a service 
that will keep old lights operatirg 
during these times when it is al- 
most impossible to secure new 
ones. We have learned t_ repzir 
the switches, and to install new 
switches. We also replace broken 
lenses, bulbs, batteries, and springs 
in the end of the cas~-. Cus- 
tomers appreciate this service very 
much.” 

Heten M. Douctas, 
W. H. Douglas Hardware. 


Commerce, Texas. 
. 


YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 


100 E. 42nd Street, New York, N. Y. 






| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 














Name. a eas 24 eS 5 
a a ial be 
City State 








: | am submitting the following idea which may be of interest to other mem- 
| bers of the club. 


























OPA SETS RETAIL AND WHOLESALE 
PRICES ON WOODEN FENCE POSTS 


Dealers mark-up ranges from 25 to 35 per 
Wholesalers mark-up established at 
15 per cent. Delivery costs may be added. 


cent. 


Specific dollar-and-cents prices | 


for all principal grades of wooden 
fence posts at production, whole- 


sale, and retail levels throughout | 


the nation were recently estab- 
lished by OPA in revised MPR 
No. 324 which becomes effective 
July 2, 1943. 

The new base maximum prices 
f.o.b. loading-out points for sales 
to retailers and other non-con- 
sumers for untreated posts are as 
follows: 

1] cents to $1.95 each—North- 
ern white cedar Mich., Minn., or 
Wis. posts. Additions for select 
stock. 

8% cents to 80 cents each 
Yellow pine posts clean pealed. 

6% cents to $1.41 Ar- 
kansas red cedar posts. 

8 cents to $1.61 each 
see red cedar posts. 


each 


Tennes- 


816 cents to $1.02 each Ar- 
kansas locust posts. 

542 cents to $1.75 each—Texas 
Mt. cedar posts. 

$15.00 to $84.00 per 100 


Western red cedar posts. 

23 cents to 36 cents each—No. 
1 split redwood 
green. 

$35.00 to $120.00 per 1,000. 
No. 1 split redwood stakes, rough 
green. 


posts, rough 


For sales by a distributor to a 
retailer, 15 per cent mark-up 
may be added to the above base 


prices, provided the sale is in a | 


less-than-carload quantity and 
the distributor’s stock from which 
the sale is made is maintained 
outside the normal production 
areas of the posts sold. Maxi- 
mum prices apply otherwise. 
On sales to consumers, no mat- 
ter who the seller is, maximum 
prices are the base prices above 
plus allowable transportation, 
plus a mark-up of 331/3 per 
cent. A mark-up of 25 per cent 
applies on yellow pine posts on 
treated and untreated types. 
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On sales to consumers of posts 
still priced under the GMPR, the 
seller’s maximum price is estab- 
lished as the ceiling price of the 
company or person from whom 
the posts were purchased plus 
allowable transportation and a 
mark-up of 331/3 per cent. In 
all such sales the maximum price 
charged must be reported to the 
Lumber branch of OPA, Wash- 
ington, D. C. If not disapproved 





within 30 days, the price may be 
deemed approved. 

Maximum prices for treated 
posts are established as the max- 
imum price provided under 
GMPR (the highest price the 
seller charged in March 1942) 
plus an addition to cover in- 
creased white or untreated post 
cost resulting from the maximum 
prices established in MPR No. 
324. 








|Must Now Use WPB-547 
In Place of PD-1X 


As we go to press word 
| is received that the PD-1X 
torm, “Distributor’s Appli- 
cation For Preference Rat- 
ing’ may no longer be 
used. The form that re- 
| places it, WPB-547 must 
hereafter be used by 
those authorized to file 
the “Distributor’s Applica- 
tion For Preference Rat- 
ing.” A step-by-step pres- 
entation showing how to 
file WPB-547 is printed on 
pages 38 and 39 of this 
issue of HARDWARE 
AGE. 











| er curtain rods; cast brass show- 








Copper, 


The list of copper and copper 
base alloy building materials 
which civilians are not permitted 
to use was expanded recently by 
the War Production Board 
through issuance of Conservation 
Order M-9-c-4 as amended. 

Also placed on the restricted 
list were the following copper 


and copper base alloy plumbing | 


fixture fittings and trim: Bath 
supplies, less flanges; closet floor’ 
flanges, cast brass rigid traps; 
shower arms, less flanges; show- 


er curtain rod flanges; cast or 
forged shower heads; continuous 
waste arms and continuous waste 
tees. 

Added to the list of restricted 
copper and copper base alloy 
building materials were access 
panels, anchors and dowels, cor- 
nices, drip pans, fences and 
gates, flashings and flashing val- 
ley lining, gravel stops and snow 
guards, lightning rods, cables and 
accessories, louvers and marquees, 
partitions, radiators, shields and 
covers, store fronts, thresholds 
and saddles, window frames and 
sills, ventilators, skylights and 
vents. 

The amended order also con- 
fines the use of copper and cop- 





per base alloy fittings for a water 


Farther Limit Civilian Use of 


Copper Alloy Fixtures 


supply or distribution system out- 
side of a building to cases where 
the fitting is to be installed un- 
derground. At the same time, it 


is made clear that fittings may 
be used for repair purposes to 
connect new lead or iron pipe to 
copper or brass pipe or tubing 
aiready in place. 

Permission to use the restrict- 
ed products can be had 
through application to the Cop- 
per Division of WPB. 


only 











WPB to Release Materials for Making 
100,000 Food Dehydrators Before Sept. 1 


Approval of a plan for pro- 
ducing 100,000 domestic food de- 
hydrators before Sept. 1, was an- 
nounced June 22 by the War 
Production Board. This produc- 
tion has been urgently requested 
by the War Food Administration 
in time for use in preserving 
farm and victory garden fruit and 
vegetable produce. 

Details of the production pro- 
gram are being worked out by 
the Consumers Durable Goods 
Division of WPB, to be an- 
nounced simultaneously with an 
order, now being prepared, which 
will provide for such production. 
A plan for distribution of the de- 
hydrators is also being developed 
by this Division and WFA. A 
home food dehydrator removes 
moisture from raw food, so dry- 
ing the fool that it will be pre- 
served in flavor and food value 
for later use. 





Critical materials required in 
this manufacture will be drawn 
from the third quarter allotments 
of the War Food Administration. 


RESTRICTS DOOR MAT 
PRODUCTION FROM COIR 
FIBER FOR SHIP USE 


Production of fiber door mats 
has been stopped by a new WPB 
order M-312, putting coir—the 
fiber obtained from the shell of 
the cocoanut—under restrictive 
controls. 
be used in production of mats. 
but only deck mats for naval and 
merchant ships. 

The order also sets up machin- 
ery for control and allocation of 
coir fiber and products, whenever 
such action becomes necessary in 
the future. 
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Farm Equipment, Machinery 
Orders Permit Some 
Increased Production 


L-257 provides for production of new farm 
machinery at approximately 80 per cent 
of the 1940 level, on an average. Quotas 


on 492 


items 


of farm machinery and 


equipment vary from 23 to 150 per cent. 


4 farm machinery and equip- 
ment order was issued June 15 
by the War Production Board to 
implement the farm machinery 
and equipment requirements of 
the War Food Administration 
program, as announced the pre- 


vious week. Effective July 1, 
1943, the new order (Limita- 
tion Order L-257) cuts short 


the life of its predecessor, L-170, 
by three months; however, it 
permits the uncompleted quotas 
under L-170 to be produced in 
addition to the quotas which it 
establishes. 

The production quotas estab- 
lished by L-257 are based on 
the actual needs of the farmers 
of this country for farm ma- 
chinery and equipment as de- 
termined by the War Food Ad- 
ministration, and have had the 
approval of the Vice-Chairman 
for Civilian Requirements so far 


as they affect other civilian 
needs. 
Schedule A of Order L-257 


lists 492 items of farm machin- 
ery and equipment. Quota per- 
centages applicable to the vari- 
items range from 23 per 
cent to 150 per cent or an aver- 
age for all listed items approxi- 
mating 80 per cent of 1940 level. 

The percentages for produc- 
tion quotas of specific items 
named in Schedule A attached 
to L-257 are worked out on the 
basis of the advance over-all au- 
thorization of 900,000 tons of 
carbon steel made to the indus- 
try for the period July 1, 1943, 
to June 30, 1944, as announced 
by the War Production Board 
the previous week. 

L-257 unlike L-170 contains no 
concentration provision but it 
does allow higher percentage for 
the production quotas of “small 
producers.” Among the other 


ous 
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things it does are the following: 
Permits a producer to manufac- 
ture any item of farm machinery 
and equipment for sale in the 
United States up to the percent- 
age indicated for that item in 
Schedule A. These quota per- 
centages are expressed in terms 
of the total net weight of the 
items manufactured by him dur- 
ing either 1940 or 1941, which- 
ever was higher. Brackets a 
large number of items in 
Schedule A to allow producers 
the maximum flexibility on plan- 
ning their production. Provides 
that production of any item of 
farm machinery and equipment 
and repair parts must be in ac- 
cordance with production sched- 
ules approved by the War Pro- 
duction Board (these produc- 
tion schedules must also include 
non-farm machinery and equip- 
ment as defined in the order). 
Removes restrictions on the man- 
ufacture of repair parts for sale 
in the United States except to 
the extent that schedules for the 
production and delivery of such 
repair parts must have approval 
of WPB. 

It also defines “small pro- 
ducers” to mean any producer 
whose total net sales (including 
export and sales by affiliates) of 
all products did not exceed 
$100,000 during the calendar 
year of 1941. Includes in the 
definition any other producer 
classified by the Smaller War 
Plants Corporation as a “smaller, 
distress producer” and _ specifi- 
cally designated as such by 
WPB. Permits any small pro- 
ducer to substitute for the quota 
percentages listed on Schedule 
A a special quota percentage 
of 100 per cent for any item or 
items of farm equipment which 
he manufactures but the amount 





of all items must not exceed in 
the aggregate 100 per cent of his 
total base production. Provides 
for scheduling of production and 
delivery for the 12-month_pe- 
riod starting July 1. Items 
scheduled for farm use may not 
be diverted. Producers of farm 
machinery arid equipment are 
permitted to schedule as though 
purchase orders bore a rating of 
AA-2, but this permission does 
not assign delivery ratings to the 
purchase orders themselves. 

A limitation order (L-257a) 
covering the export of farm ma- 
chinery and equipment was also 
issued June 15 by the War Pro- 
duction Board. 

L-257-a is supplementary to 
L-257 and is subject to many of 
the provisions of its parent 
order. 





OPA ISSUES MPR 411 ON 
REUSABLE STEEL TANKS 


Specific maximum prices for 
reusable steel storage tanks, field 
assembled, were announced June 
28 by OPA. For reusable steel 
bolted storage tanks, dollars- 
and-cents prices “per tank” are 
provided for those of various ca- 
pacities. For reusable steel riv- 
eted and welded tanks dollars 
and cents “per ton” prices are 
established. In the case of re- 
usable steel storage tanks with 
floating or balloon roofs and re- 
usable steel tanks of spherical 
shapes, sellers are given a pro- 
cedure for submitting a proposed 
price to OPA for approval. The 
new prices and procedure are es- 
tablished in MPR No, 411 (Re- 
usable Steel Storage Tanks, Field 
Assembled). 








Permit 100% Distribution on Milking 
Machines, Separators, Milk Coolers 


The War Food Administration | 


on June 15, authorized manufac- 
turers to distribute 100 per cent 
of their authorized production of 
milking machines, farm cream 
separators and farm milk cool- 
ers. 

Amendment 2 to Food Produc- 
tion Order 3, affecting the dis- 
tribution and rationing of farm 
machinery, eliminates a 10 per 
cent reserve which manufacturer? 
of the three dairy equipment 
items have been required to hold, 
but makes no change in the ra- 
tioning of retail sales. At the 
outset of farm machinery ration- 
ing, state quotas were established 
for the distribution of milking 
machines, separators, and coolers. 
When increases iin production 





were authorized, tae state quotas 
were abolished and manufactur- 
ers were allowed to distribute up 
to 60 per cent of their authorized 
production without restriction, 
and the remaining 40 per cent 
was held in reserve. As the 
peak milk production season ap- 
proached, the 40 per cent reserve 
was cut to 20 per cent, and then 
10 per cent, 

War Food Administration of- 
ficials pointed out that a portion 
of dairy equipment was withheld 
from distribution in order to 
meet any abnormal needs of areas 
in which milk production was be- 
ing expanded. With the peak 
milk production season now at 
hand, the need for the reserve 
no longer exists. 








More Welded Chain for 
Farmers Ordered by WPB 


WPB in issuing Order L-302, 
effective June 26, 1943, expedites 
the flow of certain quantities of 
chain into the hands of distribu- 


tors and retailers for sale to 
farmers and other important 
“home front” users. The order 


also establishes simplified prac- 
tices in the manufacture of 
welded and weldless chain for 





the purpose of conserving steel 
insofar as this is possible. 

Approximately 45 producers of 
chain will be affected by the 
order. Certain special types of 
chains manufactured for direct 
war or industrial users are 
specifically excepted the 
order. 


from 
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WPB Directs Release of 
50 Items for Farm Use 


Issues Supplementary Order No. 2 to M-330. 
Directives set aside specific quantities of cer- 
tain ‘‘hard-to-get"’ items needed by farmers. 


Manufacturers and wholesalers 
have been instructed by the War 
Production Board to set aside 
for sale to farm distribution out- 
lets specific quantities of some 
50 hard-to-get items needed on 
farms. This action was taken in 
the form of directives to some 
500 manufacturers and a supple- 
mentary order applicable to 
wholesalers. It puts into effect 
an emergency program worked 
out under WPB’s Office of Civil- 
ian Requirements to make avail- 
able, at retail outlets serving 
farmers, supplies needed to in- 
crease food production. The pro- 
gram under which these direc- 
tives were issued was outlined in 
the June 24 issue of HARDWARE 
AcE on pages 50 and 51. 

The directives require manu- 
facturers to disregard for a lim- 
ited period preference ratings 
(other than AAA) on orders for 
listed farm supplies to the ex- 
tent necessary to fill orders from 
farm distributors up to a speci- 
fied amount. This means that 
these products will be distributed 
to wholesalers serving farm out- 
lets regardless of preference 
rated orders. The amount varies 
with the item and in some in- 
stances with companies manufac- 
turing the same item. The lim- 
ited period in most cases runs 
from June 15 to Sept. 1; a few 
run to Sept. 15. It is expected 
that by September the long-range 
program will have been put into 
operation, making the emergency 
program no longer necessary. 

The order (Supplementary or- 
der No. 2 to M-330) requires 
wholesalers who regularly supply 
farm distribution outlets to set 
aside out of inventory and future 
shipments a specific percentage 
of each item on the list. The 
percentage varies from 6 to 90 
per cent. 

Not included in the list are 
about a dozen items in the orig- 
inal M-330 list representing 
mainly supplies that are exclu- 
sively agricultural and therefore 
do not have to be reserved for 
farmers, since there would be no 
other prospective purchases. This 
group includes such items as bull 
or hog rings, agricultural forks, 
horse collars, clevises and swivels, 
and stock watering tanks. 

If a retailer is unable to obtain 
an adequate supply of the listed 
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farm items out of the reserve 
stocks established by his normal 
source of supply, it is suggested 
that he contact other suppliers 
in an effort to fill his needs. This 
would be helpful not only to the 
farmer and the retailer, but also 
to the wholesaler who might 
otherwise find it difficult to dis- 
promptly of his reserve 
stock of farm items. 

The supplementary order pro- 
vides that if a wholesaler be- 
lieves that he will not be able to 
sell his total reserve to farm dis- 
tribution outlets within a reason- 
able time, he may appeal to 
WPB for relief. 

Since the issuance on June 1, 
1943, of M-330 and Priority 
Regulation No. 19, designed to 
make needed farm supplies avail- 
able to retailers at once and to 
enable farmers to purchase them 
without a priority rating, WPB 
has taken the following addi- 
tional actions to implement the 
original orders: 

1. Amended L-123 to permit 
farmers to obtain general indus- 
trial equipment items, including 
fractional horsepower motors, 
without furnishing A-l-c priority 
ratings. 

2. Issued directives to manu- 
facturers granting temporary ex- 
ceptions from restrictions in cer- 
tain WPB orders to permit the 
use of metal in the manufacture 
of stock watering tanks and 
stockmen’s knives and increasing 
the production of chains. These 
exceptions are for the duration 
of the emergency program. 

3. Instructed manufacturers 
coming under E-2-b to deliver 
special types of drills (black- 
smith, bitstock and straight 
shank) on farmers’ certificates 
in lieu of an A-10 rating required 
in E-2-b. 

4. Arranged with the Army for 
the loan of 20,000 tons of barbed 
wire to be made available to 
farmers at once. 


pose 


5. Issued an interpretation to 
Priority Regulation No. 19 stat- 
ing that if a dealer does not have 
a particular item in stock but 


expects a shipment and has re- 
ceived orders calling for a quan- 
tity in excess of the total quan- 
tity received, he should treat the 
farmer’s certificates as equivalent 
to an order bearing a rating of 
AA-5 for purposes of determining 
which orders are to be filled first 
out of the shipment. Thus, the 
farmers order would take prec- 
edence over previously placed 
unrated or lower-rated orders, 
thus assuring him of having his 
order filled. 

The items covered by Supple- 
mentary Order No. 2 to M-330 
and the percentage of each order 
set aside by wholesalers are: 

6 Per Cent 

Valves (brass, bronze or iron 
body gate, globe, angle of check 
in sizes up to and including 2 
inch). 

25 Per Cent 

Auger bits; flashlight batter- 
ies; belt fasteners, metal; stand- 
ard cold chisels; drills, carbon 
steel bit stock, straight shank; 
pliers, slip joint; punches, ma- 
chine, pin; screwdrivers, regular 
pattern, wood handle; wrenches, 
adjustable, general purpose, pipe. 

30 Per Cent 

Pipe fittings (cast or malle- 
able iron in sizes up to and in- 
cluding 2 inch). 


50 Per Cent 
Drills, carbon steel-blacksmith ; 
grease fittings and oil cups; 
grease guns, hand operated, in- 
cluding hose and adapters; han- 
dles, small tool (hickory and 
oak) ; motors, fractional under 1 
HP; pails, galvanized; tire gages, 
low pressure; tire pumps, hand 
operated. 
60 Per Cent 
Batteries—individual or mul- 
tiple for telephone, ignition for 
power operating machinery and 
for fence; plow bolts; shovels— 
round pointed No. 2 regular, 
square pointed No. 2 regular. 
75 Per Cent 
Batteries, farm radio; chains 
—log, and repair links (other 
than drop forge); oilers, farm 
machinery; tubs, galvanized. 
85 Per Cent 
Chains—welded coil under 1% 
in.; grain scoops; handles, steel 
goods (ash); hoes (field and 
garden) ; shovels—round pointed 
No. 2 irrigation. 
90 Per Cent 


Chains—tractor tire; harness 
made from leather. 
95 Per Cent 
Chains—halter, cow tie and 
tie-out; harness—trace, breast, 
heel and butt; harness hard- 


ware; pliers, fence; and wagon 
wood stock. 











Limitation Order L-307 effec- 
tive June 26, 1943, prohibits the 
use of any new containers of less 
than five-gallon :capacity for 
packaging any anti-freeze other 
than glycol anti-freeze: to con- 
serve glass and metal. ‘The order 
applies specifically to those anti- 
freeze mixtures that are designed 


ing, to depress the freezing point 
of coolant water in internal com- 
bustion engines and which are 
usually purchased by civilians 
for passenger automobiles. 

The order does not apply to 
glycol anti-feeze since use of 
this is now restricted under Limi- 
tation Order L-51 to use in com- 
mercial vehicles and stationary 
engines. 

Under L-307, no producer or 
wholesale distributor of anti- 


freeze may purchase, accept de- 
livery of, or use any new con- 
tainers having a capacity of less 





than five-gallons for packing any 








/for use, without further process- ' 





WPB Prohibits Use of New 


Containers for Anti-Freeze 


anti-freeze, other than glycol 
anti-freeze. They may accept and 
use containers which’ were in 
their hands or in transit on June 
26, 1943, however. 


TERM “FIRE PROTECTIVE 
EQUIPMENT” IN P.R. No. 3 
CLARIFIED BY WPB 


The term “fire protective equip- 
ment” as used in Priorities Regu- 
lation 3 (Item 13, List B), in- 
cludes only end items and does 
not include materials or parts re- 
quired for repair or maintenance 
of existing equipment, according 
to an Interpretation issued June 
18 by the War Production Board. 

Purchasers of end items are 
not entitled to obtain those items 
on preference ratings assigned 
for maintenance, repair and oper- 
ating supplies (MRO ratings). 

For example, a fire hose coup- 
ling is an end item of fire pro- 
tective equipment, and therefore, 
under the interpretation, its pur- 
chaser could not use an MRO 
rating. Material to repair a fire 
hose coupling, however, is not an 
end item and may be obtained 
on such ratings. 


HARDWARE AGE 
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As you know, many big-time 
radio shows take summer vaca- 
tions. 

But here’s one big-time show 


that’s on the air all year round... 
CAVALCADE, presented by Du 
Pont. 


CAVALCADE brings you timely, 
punch-packed dramas written spe- 
cially for it by famous dramatists 
and featuring your favorite movie 
stars. Here are some recent titles: 
“The Flying Tigers,” “The Enemy 
Is Listening,” “The Unsinkable 
Cruiser Marblehead.” CAVAL- 
CADE is as up-to-the-minute as 
today’s headlines! 


Yes, and here’s how CAVAL- 
CADE benefits your business. 
CAVALCADE is constantly main- 
taining the prestige of Du Pont and 
all Du Pont products. The Reming- 
ton name is associated with Du 
Pont. So every Du Pont broadcast 
makes Remington products easier 
to sell—now, if you have them—or 
after the war. 


Listen to CAVALCADE. You’re 
sure to enjoy it ... as more than 














“Officer, arrest that man. I heard my husband say he was going to 
pick up a vice here!” 


JULY 8, 1943 


all summer! 






RES DEALER LETTER Sea 





A swell radio show that’s on 





twelve million other people do 
every week! It’s broadcast coast- 
to-coast over the NBC network so 
there must be a radio station near 
you that carries it. Monday nights 
...8 o’clock Eastern Time, 7 
o’clock Central Time. Also 9.30 
Mountain Time, 8.30 Pacific Time. 





FLASH! Coming on CAVALCADE 
Monday, July 12 . . . the exciting, 
true story of a heroic Marine chap- 
lain on Guadalcanal, starring Ralph 
Bellamy. Hear it! 


Remington Arms Company, Inc. 
Bridgeport, Conn. 
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Some folks do their hardest work be- 
fore breakfast. What work? Getting 
up! 

° ° ° 


According to estimates of the 
U. S. Fish and Wildlife Service, 
the food value of the current 
duck and geese supply is $34,- 
650,000. Some meat inventory 
these days! 


° ° ° 


Those famous Remington shotshells 
your customers ask for and talk about 
are training aerial gunners for Uncle 
Sam these days. 


















L-219, Consumers’ Goods Inventory Limitation 
Supplementary Order 49 Provides Ceilings 
For Sales Outside of Usual Channels 


Merchants who are controlled 
by the War Production Board 
Consumers’ Inventory 
Limitation order, and merchants 
who engage in barter with them, 
were provided with special ceil- 
consumers’ 


Goods 


ings for sales of 
goods by them outside of ordi- 
nary channels by the Office of 
Price Administration on June 29. 

This WPB order, L-219, which 
began taking effect gn the sec- 
ond quarter of 1943, restricts 
purchases of merchants when 
their inventories of consumers’ 
goods on or after Nov. 30, 1942, 
had a cost value of $50,000 or 
more at the end of any quarter 
of any federal income tax years, 
and who also during the 12 
months preceding the end of the 
same quarter of their federal in- 
come tax year had net sales of 
consumers’ goods of $200,000 or 
more, 

To reduce their inventories to 
the prescribed levels, in addition 
to sales in the ordinary course of 
trade, merchants may 
sell quantities of merchandise to 
other merchants, and it has been 
deemed advisable to provide 
such with special maxi- 
mum pricing methods. This has 
been done in Supplementary 
Order No. 49, effective June 25, 
1943. 

Specifically exempted from 
this supplementary order are 
sales covered by several Maxi- 
mum Price Regulations, includ- 
ing the following MPR’s No. 304 
(Manufacturer’s and Wholesal- 
ers’ Prices for Specified Men’s 
and Boys’ Work and Sport 
Shirts), and Subpart A (War 
Models) of MPR No. 208 (Staple 
Work Clothing). Each of these 
regulations contains a 


desire to 


sales 


specific 


provision for all sales outside of 


ordinary channels. 
The supplementary order does 


not apply to (1) sales or re- 


turns of commodities by or from | 


merchants to their suppliers; 
(2) sales or deliveries of com- 
modities which have been manu- 
factured by the seller or by an 
agent or contractor for the sel- 
ler; and (3) sales or deliveries 
of commodities which are ra- 
tioned in connection with the 
war effort to the Reconstruction 
Finance Corporation or any of 
its subsidiary corporations. 
Maximum prices under the 
supplementary order are com- 
puted by the seller by taking his 
out-of-pocket cost of the com- 
modity and adding charges ac- 
tually paid or incurred for trans- 
portation of the commodity in 


32 


| priority assistance. 


the ordinary channels of distri- 
bution except charges for local 
trucking and unloading. Trans- 
portation charges paid or in- 


curred other than in the ordi- | 


nary channels of distribution 
may not be included, which will 
have the effect of preventing the 
pyramiding of these costs in suc- 
cessive sales not in the ordinary 
channels of distribution. 

In cases of bartered merchan- 
dise, where either party is con- 
trolled by the WPB order, both 
their 
mum prices by this method. 


parties determine maxi- 


In cases of resales in the ordi- 


nary channels of distribution, 


maximum prices apply as _pro- 


vided in the specific price sched- 
ule or maximum price regulation 
applicable to these commodities 
when sold in regular trade chan- 
nels. Where resellers have no 
established price, and where the 
maximum price under the ap- 
propriate schedule or regulation 
is computed upon the basis of 
cost, the reseller uses as his cost 
either his out-of-pocket cost or 
the maximum price of the seller 
who made the initial sale other 
than in the ordinary channels of 
distribution, whichever is lower. 
The maximum price so estab- 
lished applies only to the partic- 
ular article or articles involved 
in the resale. 

Out-of-pocket cost is defined 
in the supplementary order as 
the amount paid the supplier as 
shown on the supplier’s invoice, 
less all discounts and _allow- 
ances, including the discount for 
prompt payment. 


RETURN TO SEPT., 1942 
BX-CABLE LIMITATION 


The amendment to General 
Limitation Order L-165 issued on 
May 19, prohibiting the manu- 
facture of armored cable as de- 
fined, was revoked June 18, by 
the War Production Board as of 
the date of issue, and the orig- 
inal order, effective September 
30, 1942, was reinstated without 
interruption. 

Under the terms of the Sep- 
tember order, now again in force, 
the manufacture of armored 
cable used as a conductor of 
electricity in interior wiring sys- 
tems is prohibited. This type is 
commonly known as “BX” cable. 
The amendment, revoked June 
18, redefined armored cable to 
include many other types and as 
a result the prohibition against 
manufacture was extended to 
armored cable essential for many 
was products and war activities. 








E-6 Amendment Designed for Better 
Distribation of Mechanics’ Hand Service 
Tools Among Farmers, Home Mechanics, Etc. 


Wrenches, pliers, screwdrivers 
and other mechanics’ hand ser- 
vice tools should be more gener- 
elly available to farmers, home 
mechanics and other ultimate 
consumers as a result of an 


' amendment to Order E-6 June 14 


by the War Production Board. 

The amended order is designed 
to bring about a better distribu- 
tion of these tools among con- 
sumers and prime procurement 
programs and to provide for the 
orderly placement of large con- 
tracts within the capacity of the 
industry and the individual com- 
panies. 

The order now sets aside from 
20 per cent to 25 per cent of the 
monthly production of specified 
tools for conimercial distributors. 
According to WPB officials, it 
will relieve developing tool short- 
ages both in large cities and farm 
areas. 

The 20 per cent to 25 per cent 


| allocation to distributors is con- | 


tingent upon the manufacturer 


having on hand that proportion | 
of orders based upon PD- 1X | 


(or WPB-547) applications for 
portion is smaller, the additional 
production will be delivered to 
other buyers, predominately mili- 


| rating. 


If the pro- | 
| ber released under WPB order | 
| L-200 were authorized effective | 
| July 3, 1943, in amendment No. 


tary. On the other hand, dis- 
tributors will receive additional 
tools if orders other than PD-1X 
(or WPB-547) orders are less 
than 75 per cent of the month’s | 
output. 

The rating required for orders 
placed on hand tool manufac- 
turers is raised from A-9 to AA- 
4, but orders placed up to June | 
14 may be delivered on the lower 
Neither retail dealers 
buying from distributors nor per- 
sons buying tools at stores re- 
quire ratings. 

Large orders in excess of the 


amount designated in an append- 


ed list may be placed only after 
specific authorization has been 
granted by WPB. 


Under the recent system for 


re-numbering WPB forms to give 
them WPB numbers, the PD-1X 
form has been _ re-designated 
WPB-547, and the application 
form for specific authorization 
has been re-numbered WPB-1319. 
This latter form was formerly 
PD-556. 

Distributors’ inventories are 
held down to a 60-day supply for 
each of the tools listed in Ex- 


| hibit A of Order E-6, as amend- 
| ed. These are: mechanics’ cold 


chisels and punches; metal cut- 
ting files; machinists’ ball pein 
hammers; metal cutting snips 
and shears; pliers, slip joint; 
pliers, solid joint; metalworking 
punches, lever type; screw driv- 
ers, all types; wrenches, socket 
and driving units; wrenches, 
open end and combination box; 
wrenches, adjustable, 2242 de- 
gree angle; wrenches, box; 
wrenches, adjustable auto; 
wrenches, monkey and wrenches, 


pipe. 








| Higher Prices Granted by OPA on 


Screens and Door Frames 


Increases in prices of wooden | 
doors, open sash, screens, and | 
frames manufactured from lum. | 


1 to MPR No. 293. The in- 
creases take the form of short- 
ened discounts which amount to 
114 per cent or points. This is 
the equivalent of a $3.00 per 
1,000 board feet increase in shop 
lumber costs. 

Stock millwork is customarily 
sold on a discount basis. A door 
that has been selling at a maxi- 


| mum price of $7.00 less a 40 per 
| cent discount, now may be sold 


under a government contract for 
$7.00 less 38% per cent. 
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Do you trade for 
butter and eggs? 


Maybe not, directly. But, indirectly you are trading for butter and eggs 
and wheat and corn and livestock and fruit and vegetables—all the prod- 
ucts that are being raised in enormous quantities and sold for high prices. 


The money is rolling to the country and rolling right back into your 
store for the goods that rural people need and want. Meet this money 
half way by stocking and displaying the products advertised in the 
FARM JOURNAL, America’s largest rural magazine. The FARM 
JOURNAL is welcomed and read in 2,700,000 rural homes, thousands 





of them in your vicinity. 


These are the products in your line advertised in current 


issues of the FARM JOURNAL. Display them. 


Of the TOP FOUR 


general magazines 





ALCOA ALUMINUM 

ATFA GUM 
TURPENTINE 

BAG BALM 

BALL JARS 

“BLACK LEAF 40°° 

BOND FLASHLIGHT 
BATTERIES 

BOSS KEROSENE 
STOVES & OVENS 

BURKS WATER 
SYSTEMS 

CARBORUNDUM 
FILES 

CAT'S PAW RUBBER 
HEELS & SOLES 


CHORE GIRL 
CLEANER 


CLOROX 
COLEMAN 
APPLIANCES 


CYANOGAS 
DISSTON'S SAWS 


DR. HESS AND 
CLARK 
PAN-O-MIN 

HARRINGTON & 
RICHARDSON 
GUNS 


DUTCH BOY WHITE HIGH STANDARD 


LEAD PAINT 
EVEREADY 
FLASHLIGHT 
BATTERIES 
FRIGIDAIRE 
GENERAL 
ELECTRIC 
GOLDEN FLEECE 
POT CLEANER 
HAMMOND'S 
SLUG SHOT 


GUNS 
HOTPOINT 
APPLIANCES 
KERR MASON JARS 
AND CAPS 
MAES TEAT CUP 
MARLIN FIREARMS 
MYERS PUMPS 
NORGE 
OAKES STIRRUP 
PUMP 


PARMAK ELECTRIC 
FENCER 
PETERS 
CARTRIDGES 
PHILCO PRODUCTS 
PINCOR MOTORS 
PITTSBURGH PAINT 
PLANET JR. STEELS 
PLUMB AXES 
PRATT'S 
C-KA-GENE 
PRESTO DURA 
GLASS JARS 
PURINA FEEDS 
PYREX WARE 
RED ARROW SPRAY 
REPUBLIC STEEL 


DR. SALSBURY'S 


PAR-O-SAN AND 


HOG OIL 
SANI-FLUSH 


SPRED WASHABLE 


PAINTS 
STEVENS GUNS 
TA-PAT-CO 

COLLAR PADS 
TOXITE 


TRUE TEMPER 
TOOLS 


U. S. STEEL 
WALKO TABLETS 
WESTINGHOUSE 


WINCHESTER 
FLASHLIGHT 
BATTERIES 


ONLY ONE 


is rural 





FARM 


JOURNAL 











Do you know that in more than two thousand counties out of 3,072 in 
the United States, the FARM JOURNAL has more readers than the 
Saturday Evening Post, Life or Collier’s? Let us give you actual figures 
for your county. Write for them today. 


GRAHAM PATTERSON, Publisher 


JULY 8, 1943 


FARM 


JOURNAL 
ANI Fars 14 Wife 





Washington Square, PHILADELPHIA 














Redefine Types of Bolts, Nats, Rivets, 
Screws Covered By MPR No. 147 


The types of bolts, nuts, 
screws and rivets covered by 
Maximum Price Regulation No. 
147 (Bolts, Nuts, Screws and 


Rivets) were redefined by the 
Office of Price Administration 
on June 17. 


The redefining draws a more 
specific line of demarcation be- 
tween the special machined- 
from-bar bolts, nuts, screws and 
rivets covered by Maximum 
Price Regulation No. 147 and 
the other screw machine prod- 
ucts for which maximum prices 
are established in Maximum 
Price Regulation No. 136 (Ma- 
chines and parts and Machinery 
Services). 

The sharper definition is con- 
tained in Amendment No. 1 to 
Maximum Price Regulation No. 
147, and became effective June 
22, 1943. 

In addition, Amendment No. 1 
makes these following changes 
in the regulation: 


1. It provides that maximum 
prices for machined - from - bar 
special bolts, nuts, screws and 
rivets may be computed on the 
basis of costs as of March 31, 
1942, plus customary mark-up 
on that date, rather than on Oct. 
1 to 15, 1941, base-pricing date. 
The base-pricing date of Maxi- 
mum Price Regulation No. 136 
for screw machine products is 
March 31, 1942. 

2. It requires manufacturers 
to recompute maximum prices of 
all speciai products, filing pric- 
ing data with OPA whenever a 
new higher price for a special 
product is charged. 

3. It eliminates the provision 
freezing the price of a special 
item furnished between Oct. 1, 
1940, and Oct. 1, 1941, to the 
last price charged during that 
period. 





4. It revokes a section of the 
regulation previously providing 
maximum prices for special 
products intended for export 
which are now expressly cov- 
ered by the Second Revised 
Maximum Export Price Regula- 
tion. The latter regulation estab- 
lishes the “maximum domestic 
price” as the base price for 
computing the maximum export 
price for specials. 

Redefinition of coverage. Un- 
der the new definition of items 
covered by Maximum Price Reg- 
ulation No. 147, the regulation 
provides maximum prices for all 
bolts, nuts, screws and rivets 
manufactured from ferrous or 
non-ferrous metals other than 
aluminum, except the following: 

1. Screw machine products 
other than bolts, nuts, screws 
and rivets. “Screw Machine 
Products” in general are prices 
under Maximum Price Regula- 
tion No. 136 (Machines and 
Parts and Machinery Services). 

2. Products sold as “Pole Line 
Hardware” for use in transmis- 
sion or distribution line con- 
struction, which are priced un- 
der Maximum Price Regulation 
No. 136. 

3. Wire’ nails, which are 
priced under Revised Price 
Schedule No. 6 (Iron and Steel 
Products). 

4. Cut nails, cut tacks, cotter 
pins or washers, which are 
priced under the General Maxi- 
mum Price Regulation. 

5. Pipe plugs and __ fittings, 
which are priced under Maxi- 
mum Price Regulation No. 188 
(Manufacturers’ Maximum 
Prices for 
Materials and Consumers’ Goods 
Other than Apparel). 

6. Solid or flexible staybolts, 
which are epriced under Maxi- 
mum Price Regulation No. 136. 








WPB Reduces Rotary File Sizes 
From 380 to 70 in Schedule 4, L-216 


The number of sizes in which 
rotary files are produced was cut 
from 380 to 70 through the addi- 
tion recently by the War Pro- 
duction Board of Schedule 4 to 
Limitation Order L-216. Rotary 
files are used on machine tools 
to grind metals. 

The schedule, which is part 
of a general program to simplify 
tools, will save high alloy steel 
and speed production. In issu- 
ing the order, WPB officials 
stated that the large size files 
can be reground from 20 to 30 
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times and urged such regrinding 
whenever possible. 

Shanks for rotary files of %4- 
inch diameter or more will be 
made of carbon steel only. 

Sizes and shapes in which 
rotary files may be produced 
are specified. However, produc- 


Specified Building 





ers may apply for permission to 
devote up to 10 per cent of their 
output to special cutting tools 
which do not conform to the 
specifications. Manufacturers 
turning out files with a shorter 
cutting Jength than is specified 





have the choice of continuing 
such production or of producing 
files of specified cutting length. 
For several types of files, the 
manufacturer is to inform WPB 
of the size he wishes to produce 
of a specified shape. 








R-1, on Crude, Synthetic Rabber 
Replaces, Clarifies 9 Other Orders 


Relaxing certain of its restric- 
tions on the allocation and use 
of synthetic rubber, and at the 
same time tightening its control 
over the nation’s dwindling stock- 
pile of crude rubber, the Office 
of Rubber Director June 18 
issued a new, comprehensive or- 
der designed to clarify and super- 
sede nine previously issued or- 
ders. 

The new rubber order will be 
known as R-1 and will supersede 
orders relating to the consump- 
tion of rubber, synthetic rubber 
and balata, and the delivery, ac- 
quisition and use of products 
thereof. The superseded supple- 
mentary orders are: M-13, M-15- 
b-1, M-15-d, M-15-e, M-15-f, M- 
15-g, M-15-h and General Prefer- 
ence Order M-46. 

Basically this new order will 
control the following operations 
within the rubber industry and is 
designed to accomplish these re- 
sults: 

1. It relaxes restrictions on 
certain types of synthetic rubber, 
namely, Buna S. Butyl and Neo- 
prene. 

Under Rubber Order R-1, gen- 


eral purpose synthetics are ad- 





ministered in the same manner 
as crude rubber and latex under 
existing orders. The distribution 
of the remaining types of syn- 
thetic rubber (referred to as 
special purpose synthetics) is 
handled in the same manner as 
the distribution of all synthetic 
rubber under existing orders. 

The manufacturers’ allocation 
of rubber and general purpose 
synthetics can be used for the 
manufacture of a wider variety 
of civilian products than hereto- 
fore. 

The complex system of prod- 
uct schedules in M-15-b, and the 
list of manufacturing regulations 
in M-15-b-1, have been consider- 
ably revised and simplified. 
Many products which previously 
have been permitted on appeal, 
in exceptional circumstances, 
have now been added to the list 
of permitted products. 

While inventory restrictions 
have been retained en stocks of 
raw material, new restrictions 
have been imposed upon tire and 
tube inventories of manufactur- 
ers, dealers, original equipment 
manufacturer's and _ industrial 
consumers of replacement tires 
and tubes. 








Release Irrigation Equipment; 
Farmer Sales Still Subject to Ration 


The War Food Administration 
on June 8 authorized manufac- 
turers to distribute, without re- 
striction, 100 per cent of their 
authorized production of irriga- 
tion pipe, extensions, and sprink- 
lers. This action eliminated the 
10 per cent reserve previously 
withheld to provide for meeting 
emergency situations, and re- 
moved all restrictions on distribu- 
tion of rationed irrigation equip- 
ment. The release was incor- 
porated in Amendment 1 to 


Food Production Order 3, as re- 
vised on May 6. 

In November, when the farm 
machinery rationing order was 








issued, manufacturers were auth- 
orized to distribute 60 per cent 
of their authorized production of 
irrigation equipment. The re- 
maining 40 per cent was with- 
held as a reserve. Periodically, 
this reserve was reduced. This 
action completes the removal of 
all restrictions on the distribu- 
tion of: turbine irrigation pumps, 
centrifugal irrigation pumps, 
hydraulic rams, land leveling 
equipment, ditchers, corrugators, 
scrapers, irrigation pipe, exten- 
sions, and sprinklers. 

However, sales of irrigation 
equipment to fammers are still 
subject to local rationing, WFA 
officials stated. This is necessary 
in order that the limited supply 
of irrigation equipment may be 
sold to persons who are able to 
use the equipment most eff- 
ciently in food production. 
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LITTLE INTERVIEWS 
WITH “JUST FOLKS” 


2. The Farmer 


“T never had so little time in my life 
to take care o’ things. It’s crops that counts 
nowdays. So when I git a little time te throw a 
coat 0’ paint onto a piece of machinery or one 
o’ the farm buildings, I want it to stay on a 
long time. That’s why I always go to my 
Martin-Senour dealer. Those finishes goes on 


fast an’ they stay put.” pee. 
MARTIN 3 
SENOUA 


PAINTS 


The Howse of Quality 


[nt MARTIN - SENDUR CU. 


p 


2520 QUARRY ST.CHICAGO. ILL 


trihutor 
Mripulo 








“DUCK BILL” 


and all of his crew 
are buying War Bonds 
to see this thing thru... 











ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS 








The Complete Line of 


“Ad. hing Brad Good Since 1890” 








| Release 20,000 Tons Barbed Wire 


With Extra Long Barbs for Farm Use 


Approximately 20,000 tons of 
barbed wire with extra long 
barbs, made for military pur- 
poses, will be used to meet a 
shortage of barbed wire on the 
farm, the War Production Board 
announced June 15. 

The shortage was aggravated 
by the recent Midwestern floods 
which washed out many miles of 
fence. The action is a part of 
the Office of Civilian Require- 
ments’ program to make needed 
farrh supplies available to farm- 
ers. 





Under the arrangement, the 
Defense Supplies Corp. will pur- 
chase the barbed wire (12 gage, 
4 point) from the Army and re- 
sell it to the companies which 
made it. Those companies, in 
turn, will use the wire tempo- 
rarily relinquished by the Army 
to fill orders from distributors 
serving farm areas. 

The arrangement with the 
Army calls for replacement by 
WPB of the “borrowed” barbed 
wire within 90 days. 








Damaged Shoes Freed from Rationing 


(Washington Bureau 
of HaRDWARE AGE) 

Dealers must put an official 
OPA sticker on shoes that are to 
be sold ration-free because of 
damage by fire, water, steam or 
other accidental cause by Amend- 
ment 22 to OPA Ration Order 
17. The new procedure is de- 
signed to provide uniformity of 
marking and to simplify identi- 
fication of the shoes. 

The stickers, OPA Form R-1711, 
will be issued to dealers apply- 
ing to OPA district offices for 
permission to mark such shoes 
non-rationed. Previously, Amend- 
ment No. 4 enabled dealers to 
apply for authority to mark the 
damaged shoes “non-rationed” 
and specified that one shoe of 
; 





each pair be marked with a code 
number assigned by an OPA dis- 
trict office. In localities where 
the new stickers are not yet avail- 
able, this former method of mark- 
ing the shoes will continue to 
be used. However, where the 
official forms are available, the 
code number must be written on 
the stickers instead of directly 
on the shoes and the dealer must 
place one of these on one shoe 
of each pair. 

OPA further emphasized that 
authorized code marking of these 
damaged shoes releases them 
from rationing in all transactions 
—for instance, if released at the 
jobber’s level, they must also be 
transferred ration-free to the re- 
tailer and to the consumer. 








Extending MRO Ratings on Steel Under CMP 


Steel may be replaced in ware- 
house stock only by accompany- 
ing the purchase order with a 
copy of Form CMP-11 properly 
filled out and signed by the pur- 
chasing warehouse. 

Harpware AcE in the May 27, 
1943 issue stated that any dealer, 
distributor, jobber or other per- 


son who receives a rated order 
bearing an allotment number or 
symbol for any material or prod- 
uct may extend the rating by 
using a certification form. We 
are now informed that this certi- 
fication form cannot be used to 
extend ratings which are re- 
ceived on steel. 








WATER-WELL DRILLERS 
CAN SEEK MATERIALS 
ON CMP-4B FORM 


Water-well driilers may apply 
for allotments of controlled ma- 
terials on Form CMP-4B in 
amounts necessary to carry on 
their business, the War Produc- 
tion Board announced June 8. 

The special provision for well 
drillers, which is contained in 





Direction No. 12 to CMP Regu- 
lation No. 1, limits the defini- 
tion of water-well drilling in this 
case to the drilling and casing 
of water wells, including the lay- 
ing of pipe underground to bring 
the water to the surface and the 
laying of surface pipe for pump 
connections. It does not include 
any other use of pipe to conduct 
water on the surface. 
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To Release Used Tires Unfit for 


Recapping—Suitable for Emergency 


Approximately 1,000,000 to 1,- 
500,000 used tires which are un- 
fit for recapping but can be made 
serviceable for limited emergency 
use will be added to the supply 
of used and recapped tires avail- 
able for rationing as spares and 
to low-mileage passenger car 
drivers. The Office of Price Ad- 
ministration has been asked to 
screen carefully all requests for 
spares. These tires will serve as 
adequate spares during the next 
few months. 

These tires, which will be 
called “emergency tires” and 
branded with an “O” pressed in- 
to the sidewall to identify them, 
can be purchased from regular 
dealers by motorists getting ra- 
tioning certificates for Grade 
Il tires. None of the “O” 
branded tires are to be recapped 
prior to the sale. The better 
quality used and recapped tires, 
where available, can still be pur- 
chased on Grade III certificates. 

The emergency casings are 
part of the 12,000,000 collected 
from motorists under the Idle 
Tire Purchase plan last fall and 
winter and held by Defense Sup- 
plies Corp. Originally they were 
set aside as not suitable for per- 
manent repairs and recapping, 
the treatment that was given to 
most of the sound casings that’ 
were released for rationing. 

Dealers stocking the tires will 
buy them through regular trade 
channels. They can either resell 
them unrepaired and let the buy- 
er arrange to have the necessary 
repairs made, or they can add 
temporary repairs and sell the 
tires at a price that will recognize 
this service. The temporary re- 
pairs can be made with reliners, 
patches and boots. 

A ceiling price for unrepaired 
“emergency tires” of one dollar 
per tire was established by the 
Office of Price Administration to 
control sales to consumers. Maxi- 
mum additions to this price are 
provided for the tires when they 
are given emergency repairs be- 
fore being sold to the users. De- 
fense Supplies Corp. will sell 
them to dealers at 50 cents, each; 
the dealer’s mark-up permitted 
by the OPA is considered a fair 
allowance to the dealer for the 
costs of handling the tires as an 

additional line in his business. 

Ceilings for the emergency 
tires are set in Amendment No. 
12 to Maximum Price Regulation 
107, Used Tires and Tubes, ef- 
fective June 22, 1943. They do 


for tires repaired with vulcanized 
repairs which meet previously 
existing qualifications of salable 
tires. 

Additions to the base price of 
$1 that may be made for emerg- 
ency repairs are amounts which 
the seller is entitled to charge for 
such repairs under the Services 
Regulation—M aximum Price 
Regulation 165, as amended. 
But in no case may the total 
charge for a temporarily repaired 
tire exceed the maximum price 
for a sound basic tire carcass of 
the same size. If it does, the 
temporarily repaired emergency 
tire must be sold at the maximum 
price for the sound basic tire. 

The mechanics of the plan un- 
der which the tires will be sold 
downstream from Defense Sup- 
plies Corp. warehouses with ap- 
propriate Office of Price Admin- 
istration accounting controls were 
outlined as follows: 

1. Dealers wishing to stock the 
tires can place an order for not 
fewer than 25 nor more than 200 
with any manufacturer. Only 
one order can be placed for any 
one establishment. 

2. The manufacturer, through 
the Rubber Manufacturers Asso- 
ciation of America, Inc., forwards 
the order to the Defense Sup- 
plies Corp. The Defense Sup- 
plies Corp. then ships to the 
dealer. 

3. Within five days after the 
shipment, Rubber Manufacturers 
Association of America sends to 
the Office of Price Administration 
Regional Office serving the deal- 
er’s district a copy of the ship- 
ping order. The Regional Office 
in turn sends the copy to the 
Office of Price Administration 
District Office serving the area in 
which the dealer is located. This 
is to notify the District Office 
that the dealer’s inventory has 
been increased to the extent of 
the order. 

4. Ten days after receiving the 
emergency tires the dealer re- 
ports to his Office of Price Ad- 
ministration District Office the 
number that are not fit for fur- 
ther use. Those that are usable 
or can be made usable by tem- 
porary repairs can be sold to 
holders of Grade III Rationing 
Certificates. The dealer is re- 
quired to hold the unfit tire for 
30 days after the date of the re- 
port so that they will be available 
for examination by an Office of 
Price Administration representa- 
tive. After 30 days has elapsed, 





not change the maximum prices 
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the rejected tires can be scrapped. 
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Here's a 
| Business 
| Builder! 


ELEK-TRO-CUT 
RUFF-STUFF 
FLOOR SANDING 


CUT SHEETS FOR RENTAL 
PAPER (‘SANDING MACHINES 


HELPS YOUR PROFIT PICTURE 
AND INSURES SATISFIED CUSTOMERS 


Build up sales in your Floor Sanding Rental Department 
by featuring Elek-Tro-Cut Ruff-Stuff Floor Sanding Paper. 
There is a substantial profit in each sheet you sell and the 
outstanding performance of these floor sanding cut sheets 
makes satisfied customers. These same customers recom- 
mend this service to others. This steady business will help 
replace lost revenue caused by shortages. 

Elek-Tro-Cut Ruff-Stuff Floor Sanding Paper (Cut 
Sheets) is available in a complete line to fit any make of 
rental floor sanding machine. On your next “‘cut sheet” 
order specify Elek-Tro-Cut Ruff-Stuff Floor Sanding Paper. 

When you handle “Ruff Stuff” Cut Sheets you are 
backed by promotion materials that make known to 
your trade deat you have a rental floor sanding depart- 
ment. 

We will be glad to furnish dealers a reasonable supply 
of “business getting” helps as illustrated here and in 
above photograph. Write for samples today. Address 
Department HA 743, Minnesota Mining & Mfg. Co., 
Saint Paul, 6, Minnesota. 





MINNESOTA MINING & 
MANUFACTURING COMPANY 


SAINT PAUL, 6, MINNESOTA 
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Early August-Industrial Supplies, 


Oven Glassware and Shower Curtains 








INDUSTRIAL 


FOR ESSENTIAL WORKERS Ss UPPLIES | roressenria woustries 
PRIORITIES NEEDED 
WE CAN ADVISE YOU 
ON PRIORITY PROGLENS 
IF YOU HAVE ONE 


























Power Too.s 


VN 





4 
; 


Too. Gon 


—_— 
—_ 
\ 


A ‘ 
































® WE HAVE oar 
A COMPLETE 
oot ax *. 
——— i BAR IRON \ 75 |pocrs henews frnews 
esto , 
HORITY x1 5 
co ® NEEDED * pons! | Soupse 7 
e 

















HARDWARE AGE Original Window Display IDEAS 
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INDUSTRIAL 
SUPPLIES 


MERCHANDISE: 
Power tools such 
as bench saws, 
jointers, band 
saws, jig saws, 
driil presses, elec- 
tric drills, electric 
cut-off saws, elec- 
tric motors, screw 
drivers, blow 
torches, hammers, 
hatchets, auger 
braces, depth 
gauges, combina- 
tion squares, mi- 
crometers, drill 
bits, sledge ham- 
mers, bolts, 
screws, solder, 
belting, sand- 
paper, emery 
paper, levels, 
rules, tapes, wire 
rope or cable, tool 
boxes, pipe 
wrenches, e nd 
wrenches, files. 
Pipe stocks, pipe 
dies, auger bits, 
planes, grinder 
wheels, sharpen- 
ing stones, vises, 
hand saws, hack 
saws. 


OVEN 
GLASSWARE 


MERCHANDISE: 
Double boilers, 
tea pots, coffee 
pots, pie plate, 
pie plate in frame, 
casseroles, casse- 
role in frames, 
baking dishes — 
deep and shallow, 
oven, waffle set, 
refrigerator 
dishes, salad set, 
casserole on plate. 


SHOWER 
CURTAINS 


MERCHANDISE: 
Shower curtains 
in various pat- 
terns and colors. 

BACKGROUND: 
Panels of orchid 
corrugated board 
er painted wall- 
board. Cut-out let- 
ters of light 
amber. 


HARDWARE AGE 








Fe 
ir 
wif 
3 

i 

j 


comes 











ae that your customers can 
still purchase Hand and Windmill 
Pumps and Cylinders* when necessary 
for maintaining farm production. Re- 
member also that MYERS Pumps, long 
preferred because of their outstanding 
quality, are still available in substantial 
quantities. Here indeed is a real oppor- 
tunity for building business around thre 
many exclusivey MYERS features. The 
patented rolling-motion, easy operating 
cog gear handle — the full size, full ca- 
pacity GLASS VALVE SEAT Cylinder — 
the extra long handle —the large air 
chamber with syphon spont — the strong 
rigid pipe stock and heavy polished piston 
rod—attract buyers and satisfy customers. 
* Extra cylinders are now classified as repairs 


and are available in quantities sufficient to 
take care of all needs and without rationing. 


Either a MYERS factory representative or 
the MYERS jobber in your district will 
gladly give you full details about the 
many merchandising advantages and pres- 
ent availability of this world renowned 
line. A postcard or letter will suffice to 
get you the information. Write today. 


x 131 ORANGE STREET, ASHLAND, OHIO 
MANUFACTURERS OF FARM OPERATING EQUIPMENT 
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Post-War Merchandise Must 
Satisfy the Consumer 


(Continued from page 24) 


only be brought to the desired lev- 
els if ample purchasing power is 
available; if the public will accept 
available goods and buy them, and 
if confidence in the future is high 
enough to justify individuals in 
spending their savings or pledging 
their future income. 

Two jobs need to be done. 

First, manufacturers need to 
take dealers and distributors into 
their confidence. Frank _ state- 
ments on post-war manufacturing 
policies must be made and an out- 
line of possible future develop- 
ments must be set forth as soon 
as is practicable. Such statements 
will serve to reassure and bolster 
the confidence of merchants who 
will have the difficult task of put- 
ting whatever merchandise is avail- 
able into the hands of the con- 
sumer. 

Second, similar steps must be 
taken with the public. The con- 
sumer must be told frankly of the 
problems manufacturers must face 
in converting to peace time pro- 
duction. They must be warned 
not to expect too much in the way 
of new developments and new 
products at first. This story can 
be told and it must be made clear 
if the dealers and distributors are 
to do the selling job that will be 
necessary. The public will under- 
stand. 

Hardware dealers, for example. 
have learned that they can sell a 
lot of things if they have to. They 
can certainly sell pre-war model 
refrigerators, radios, washers, etc.. 
if this is the merchandise that will 
be available first. provided cus- 
tomer resistance is not too great. 

Customers, in fact, can be 
shown where it is to their advan- 
tage to buy pre-war models. This 
merchandise was the best ever pro- 
duced up to that time and it es- 
tablished new highs for perform- 
ance and convenience. All the 
“bugs” that plague new items were 
removed long ago. So, the con- 
sumer will be getting a better item 
in a pre-war model than if he were 
to purchase a “super-duper” model 
that had not been thoroughly tested 
in the hands of the public. It 


would most assuredly be a better 
article than one which a manufac- 
turer rushed into production in an 
effort to capitalize on the existing 
desire for something unusual. 

Eventually, new models and 
new products will be ready. How- 
ever, manufacturers engaged 100 
per cent on war work may not 
be able to shift to production of 
civilian goods promptly at the 
termination of hostilities. Many 
steps and actions must first be 
taken. War contracts will have 
to be cancelled and adjustments of 
these contracts will have to be 
made. Even after the war ends, 
some manufacturers may still 
have to devote a portion of their 
production facilities to the manu- 
facture of war materials. 

As long as we are at war, patri- 
otic manufacturers will not divert 
any of their facilities or time from 
war work. So the development of 
new products and new models 
must come later. 

Manufacturers feel confident 


that the public will be surprised 
and pleased with the new products 
that eventually will be produced. 
The future looks unusually bright 
in this respect. The outstanding 
accomplishments of wartime 
makes nothing seem impossible. 
There will be new materials, new 
production methods and new en- 
gineering techniques with which 
to work. 

However, the task for the im- 
mediate post-war period is clear. 
Purchasers must be sold the 
merchandise that will be available. 
They must desire it and be com- 
pletely satisfied with it until 
something better can be developed 
and produced. 

This is a job for advertising 
and it is a mighty important one. 
Much depends upon its being done 
at the right time. Much depends 
upon its being done well. 

It will be better for everyone 
concerned if post-war purchasers 
are completely satisfied with the 
merchandise that will be available, 
then, pleasantly surprised with 
future merchandise developments 
than to have them disappointed 
with post-war offerings because 
of the fact that publicity led them 


to expect too much. 
of 


7% 


Quantity Displays Sell More Lamps 


+ USSINS & FEARNS CO., New- 
ark, Ohio, found that quantity 
displays sold more lamps. They also 
discovered that a better volume 
could be secured throughout the en- 
tire year by devoting one entire ta- 


The lamp center was 
located between two 
of the store’s main 
traffic aisles in a 
spot where it could 
not help but catch 
the customer's eye. 





ble to the creation of a lamp center. 
The lamp center consisted of two 
display tables placed back to back. 
Lamps were displayed on the one 
facing the front while kindred elec- 
trical supplies were on the other. 
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How G-E MAZDA Lamp advertising i is 
filling a wartime role! 





This G-E MAZDA lamp ad appears in 
the July 13th Look and July 19th Life. 


G-E MAZDA lamp advertis- 
ing this year is filling a war- 
time role and is reaching more 
people than ever before. In 
addition, readership tests by 
independent research organiz- 
ation show that more than the 
average number of magazine 
readers are reading this G-E 
advertising thoroughly. 
During 1943 ads in consumer, 
business, and trade magazines 
will total more than 255,000,000 
impressions. 


These ads appear in full pages 
in Post, Life, Collier's, Look, 
Liberty, Time, Newsweek, 
Business Week, and U. S. 
News. Monthly magazines in- 
clude: Better Homes & Gar- 
dens, Hygeia, Modern Indus- 





try, Nation’s Business, True 
Story, Popular Science, and 
Popular Mechanics. 

In addition more than a score 
of trade and industrial papers 
carry specialized ads. 


4 WARTIME OBJECTIVES 


G-E MAZDA lamp advertising this 
year has four main objectives: 


1. To recommend conservation of 
eyesight and lighting on the home 
front, as exemplified in the current ad 
at the left and in ad No. 2 below. 
2. To show how lighting can help 
wartime industry, as shown by ad 
No. 1 below. 

3. To tell the dramatic story of G-E 
MAZDA lamps at work on the fight- 
ing fronts, as shown in ad No. 3. 
4. To maintain public recognition and 
goodwill for G-E MAZDA lamps, as 
illustrated by ad No. 4 below. 





EXAMPLES OF G-E MAZDA LAMP ADVERTISING AT WORK DURING WAR 





1. Ads like this tell how lighting is 2. Tying in with the nation’s pro- 
helping speed production to help gram of conservation, G-E adver 
win the war. The advertising offers tising is telling homemakers how to 
the services of trained lighting get the most out of present lighting 
equipment and conserve eyesight. 


counselors to all war plants. 


lamps to fight a war. 


3. This type of ad tells the fascinat- 


4. Every G-E lamp attempts to 
ing story of the way G-E Research maintain public recognition and 
and G-E lamps are helping the goodwill and to keep reminding 
armed services. It takes a lot of people that G-E makes lamps that 


stay brighter longer. 


THE BEST INVESTMENT IN THE WORLD IS IN THIS COUNTRY’S FUTURE — BUY WAR BONDS! 
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Bristle prices — Except for 
dressed bristles sold to brush manufac- 
turers, OPA has exempted raw and 
dressed domestic hog bristles from 
price control. This was effected by an 
amendment to supplementary regula- 
tion No. 1, under the general maximum 
price regulation, effective June 30. 

> - . 

Insect protection—Much wet 
weather has brought early and heavy 
increases to the fly, mosquito and other 
insect “populations.” This emphasizes 
the prevailing shortage of insect screen 
cloth, for which there is easily a de- 
mand four times the supply. Next sea- 
son’s plans are being laid better and 
earlier by WPB, with the screen cloth 
makers, to provide at least a half-of- 
normal supply. After a late start, the 
leading maker of doors and window 
screens is rapidly catching up on old 
rated jobber orders, and fair supplies 
are now moving out to dealers. Jobbers 
seem to be sufficiently stocked with fly 


“ ? 


nets, horse covers and live stock spray, 
but there is a very heavy demand. 
. . * 

Paints, oils, etc.—The reduced 
amount of linseed oil available to manu- 
facturers has caused them to discon- 
tinue the manufacture of the ten-center 
paint lines. They prefer to use their 
limited allotments of oil in the manu- 
facture of the first quality paints. 
When present small “ten-center” stocks 
are gone, there will likely be no more 
for the duration. Oils for protective 
coatings have been placed under WPB 
control in a new order No. M-332. 
Vegetable, animal, fish or other oils ex- 
cept mineral oil, are included in the 
order, which is effective July 1. It 
limits the amount of oil which can be 
used after July 1 in manufacture of 
10 classes of interior and exterior pro- 
tective coatings. It also forbids the 
sale by any crusher, processor, manu- 
facturer or wholesaler, of linseed oil or 
fish oil having a nonvolatile content in 
excess of 70 per cent by weight. This 
means that the oil sold will have to be 


44 


diluted with solvents by at least 30 per 
cent. Steel wool, in huge demand by 
the armed forces for special purposes, 
is a very scarce article in hardware 
stocks, and no early betterment is ex- 
pected. 

* + 7 

Synthetic resins, plastics — 
A new price regulation 406 provides 
specialized price control for the expand- 
ing industry manufacturing synthetic 
resins and plastics. OPA has therein 
established methods for determining the 
maximum prices at which manufac- 
turers may sell 19 main classes of resins 
and plastic materials. Among the most 
important of these groups are phenolic 
resins, cellulose ethers and esters, alkyd 
resins, and acrylate resins, when they 
are in the form of base solutions, lami- 
nates, molding powders, sheets, rods or 
tubes. The regulation will result in 
prices generally reflecting March, 
1942, levels. 

= * * 

News of lumber — Hardly a 
hardware product which largely uses 
lumber, fails to report scarcity and slow- 
ness of supplies. The industry’s latest 
statistics (from 471 mills reporting) 
were for the June 12 week, and showed 
new orders 5.7 per cent greater than 
production. Unfilled order files 
amounted to 108 per cent of stocks. 
For reporting softwood mills, unfilled 
orders are equivalent to 41 days produc- 
tion at the current rate. For the year 
to date, shipments of reporting mills 
exceeded production by 11.5 per cent; 
orders by 15.1 per cent, so of course in- 
ventories are bare or very ragged. 

* * * 

Asking renewed washer pro- 
duction—America’s washing machine 
industry has petitioned the War Pro- 
duction Board to allow it to resume 
production of washers “as an answer 
to the growing problem of national 
cleanliness.” The request was said to 
be prompted by an unforeseen shortage 
of machines. When the manufacturers 
converted to war production May 15, 


1942, the government estimated that 
700,000 machines would wear out dur- 
ing the first year. Actually, industry 
executives say, many more than that 
number have become useless. In addi- 
tion, second-hand machines have dis- 
appeared from the market and repair 
parts are obtainable only with difficulty. 
It is by no means certain that the re- 
quest for relief will be granted, but 
at any rate the necessary study and in- 
vestigations will take several weeks. 
«© > * 

Silver in solder—An estimated 
3,000 tons of tin will be saved in 1943, 
and 5,000 tons in 1944 by a single use 
of silver-lead instead of tin-lead solder, 
according to the War Production 
Board. This large tin saving will re- 
sult from the use of silver-lead solder 
in 40 per cent of the 1943 output and 
70 per cent of the 1944 output of cans 
for foods, household products, chemi- 
cals and other purposes. The silver- 
lead solder contains about 2.5 per cent 
silver, 5 per cent tin and 93.5 per cent 
lead, while the tin-lead solder contains 
30 to 40 per cent tin and 60 to 70 per 
cent lead. 

= + . 

Steel products replacements 
—Warehouses distributing nails, fenc- 
ing and other “merchant” trade prod- 
ucts have been authorized to replace 
on an equal basis stocks sold out on 
“MRO” or any other type of authorized 
controlled material order. WPB Order 
M-21-B-2 has been amended to this 
effect, because warehouses selling ma- 
terial on orders bearing claimant 
agency allotment numbers had an un- 


due advantage in replacing stocks, over: 


warehouses whose trade was largely in 
MRO and similar type orders. 
x * . 


Metal, or metal-end, cans— 
The number and quantities of non- 
food products which can be packed in 
cans during 1943 are increased by 
WPB amendment to _ Conservation 
Order M-81. The quota for packing 
paint, varnish, lacquer or other protec- 
tive coatings in fibre-bodied cans with 
blackplate ends is increased to 55 per 
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: in the p 
~ REPORTED MISSING 
3 Jim's mother has a telegram coday. It trembles in her fingers 
? as she reads—"missing in action”. .. the rest is somehow blurred. 
se The free poster service which RB&W is Nothing now, but to wait...aad hope 
r . : . . In a war plant nearby, another telegram is read. Part 7-O-X is 
’ offering to its customers is also available lace. Work stops. Lacking a vital part, some jeep, plane, gun or 
in es "Senig ieaaie. ” tank may never reach in time the front where Jim was fighting 
< for you to offer to those of your cus- tig, tte tor ses? 3 Pet Nesbit: ict shite ey Gen eed malin sa 
$ 39 Ps a . " . 
tomers who may be making those vital “ining kids like Jim are counting on today. What if some parc we make, 
r e ‘ or help to make, contains a tiny faule? it may cost lives Whee if 
d “bits and parts” for military and naval ae — the parts we make are late, and therefore, “missing in action? 
* aia. Lt may mean men missing in action. 
s qquipment. Additions! copies of chis poster may be obtained from Russell, Burdsall & Ward Bolt and Nut Company, Port Chewer, N. Y. 


Posters like this one, based on a series of 

" ads appearing in national publications D 0 y OUR P. AR 7 eee Ey, ERY P. ART Coun 7. Ss 
t ... are stimulating the will to stand i 

‘ behind our fighters . . . also building the 

: value of your RB&W franchise when 

victory is ours. Send for your free 

posters to aid your customers’ War 


Production Drives. RUSSELL, BURDSALL & WARD BOLT & NUT COMPANY 


ie fe WW Kee and Abed Fastening P-Produchs.... Since 1845 


Factories at: Port Chester, N. Y., Rock Falls, | 


Sales offices at: Philadelphia, Chicago, Chattanooga 
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cent of the area of plate used during 
1942, from 35 per cent previously. 
Twelve chemical items are added to the 
list of products which may be packed 
in cans. These include cyanide, phenol, 
phosphoric acid, sodium sulfide and 
zinc chloride. Under the amendment, 
the manufacture of metal keys for 
opening cans, except as may be re- 
quired for military purposes, is pro- 
hibited. Use of fibre or paper-bodied 
cans with ends made of waste metal is 
permitted without restriction for pack- 
ing dental plastics, dentifrice powders, 
insect and rodent poisons, seed disin- 
fectants and seed inoculants, caulking 
compound, cements, and photographic 
chemicals. 
prohibited. 


Previously, such use was 


€ * od 


Comfort cooling system—By 
amendment June 5 to Preference Order 
M-28, the use of chlorinated hydrocar- 
ben refrigerants is banned, in the in- 
stallation or use of any purely “com- 
fort” cooling systems in movies or other 
places of amusement, in offices, resi- 
dences, hotels or apartment houses, or 
in stores, schools, restaurants or service 
establishments for the public. Com- 
mencing June 5, supplies of such re- 
frigerants shall be divided, in order of 
preference, among these uses: 


Caution 


DO NOT BURN 
n th lass jar 


Sterno: 15S gla 


Contents this jar 
same as 
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OtG. v.& Pat. OFF, 
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O66 US Pat. ovr. 


Canned heat 


I. Maintenance of refrigeration or ait 
conditioning equipment already in- 
stalled in hospitals, clinics, and sani- 
toria. 

II. Maintenance of industrial air con- 
ditioning already installed. 

III. Manufacture of new refrigera- 
tion or air conditioning equipment for 
industrial air conditioning. 

* * * 

Industrial activity—The indus- 
trial indices show a continuing rise in 
most component activities. Moody’s 
business activity mark for the week 
ended June 12 stood at 207.8 per cent 
of the 1935-39 average, compared with 
196 per cent for the preceding week, 
and with 181 a year ago. Standard and 
Poor’s industrial production index for 
the same week rose to 206.1 per cent of 
the 1935-39 average, against 188.1 for 
the week before and 178.4 per cent a 
year earlier. Freight rail carloadings 
for the week ended June 12, rose to 854,- 
486 cars, the highest weekly total since 
Oct. 31, 1942. The roads’ performance 
for the first five months of this year was 
23 per cent ahead of the corresponding 
1942 period, on a ton-mile basis, and 
143 per cent greater than in the same 
period of 1939. Electricity production 
passed the 4,000,000,000 kilowatt-hour 
mark for the first time in history in the 


manner. 


Due to the Government 
Heat can no longer be put up in tin cans. We are now putting out 
our product in Glass Jars. 

This is strictly a refill package as the material is scooped from 
the Jar and burned in an empty Sterno can. It is the same product 
formerly put up in cans and will burn in the same satisfactory 


week ended June 12. The nation’s light 
and power industry produced 4,040,386.- 
000 kilowatt-hours of electricity, an in- 
crease of 16.7 per cent over output in 
the corresponding 1942 period. 

* a * 


Price index up—The impact of 
wartime demands upon the domestic 
price situation also was more severe. 
since the wholesale price index of the 
Bureau of Labor statistics for the week 
ended June 12 was 104 per cent of the 
1926 average, the highest point since 
early in 1925, compared with 98.4 per 
cent a year earlier. 

oe a 7” 

Employment sets record - 
The National Industrial Conference 
Board reports that total employment 
rose to a record high of 60,900,000 in 
April, with about two-thirds of the |.- 
300,000 workers taken on in the monthi. 
going directly into farm work. Most 
of the increase was in recruits for the 
armed forces, since industrial employ- 
ment declined by more than 160,000. 
while the increase in factory employ- 
ment was the smallest since Pearl Har 
bor. Compared with April, 1942, fully 
7,500,000 more persons were employed 
in this April, but current level of em- 
ployment in agriculture is lower than in 


World War I. N.I.C.B. reports that 





STERNO 
now in GLASS JARS 


conservation progam, Sterno Canned 


Conserve your stock of Sterno in cans at once. Sell a can of 
Sterno only to such customers whe purchase a Jar and have no 
empty can for refilling. 

Impress upon your customers to save their empty Sterno cans 
for refilling from Jars of Sterno. ; 

You should have these “Sterno in Jars” in stock at once to cash 
in on the national advertising. Buy through your wholesaler. 


IMPORTANT 


beautiful 4 color counter display featuring Sterno in Jars 
sent free to any retailer upon request. You will find a prepaid 
self addressed card in each cartoqn of Sterno Jars. 


Retail Price—Jar 49 Far West 60c¢ 


STERNO Conporation, NEW YORM Packed 12 to carton 
gee Your Price — dozen $430 Far West $540 


STERNO CORP., Dept. H, 9 E. 37th St., N.Y. 






SOLIDIFIED ALCOHOL : A 
For Refilling Purposes Only 
DO NOT BURN IN JAR 


Read Direction Label Carefuilly- 
Contents 13% on No. 4013 Printed in U.S:* 
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G apequarding 
HEALTH and PROPERTY 


Experience shows that WITT Cans outlast 3 to 5 of the ordinary 
kind. This is real wart'me service your. customers need and appre- 
ciate, now that heavy demands by the armed forces make it difficult 
to replace the WITT Cans they have. 


To help your customers prolong even further the life of their WITT 
Cans, offer the helpful hints listed below. Build good will today .. . 
gain new business tomorrow. 


WITT CANS and PAILS 
Nos. |, 2, 3, 7 and 92, meci 
Fed. Spee. #RR-C-8i, and are 
available te the U. 8. Army, 
Navy, Maritime Commission 
and War Shipping Administra- 
tion, on “preferred orders.”’ 
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McHinneys 


direct war work 


a MESSAGE 
OF IMPORTANCE 10 
MCKINNEY DEALERS 





Much of McKinney’s production has been 
diverted to war channels, yet McKinney’s new 
activities are not without profit to McKinney 
dealers. Every facet of this new work (the 
making of parts for numerous war items from 
aircraft to hand grenades and landing mats to 
tanks) is adding much to McKinney’s produc- 
tion skill—will help make McKinney more 
broadly known than ever, after the war is over. 

Add that to McKinney’s 75 odd years of 
experience in meeting changing trends and you 
have the assurance of a more salable line to 
meet competitive postwar markets. 

Keep McKinney in mind for wartime building 
... then talk McKinney and display McKinney 
for building after the war. 








Help Customers 
Protect Dead Centers 


with DIXON’S 


LATHE CENTER 
GRAPHITE LUBRICANT 


Read what experienced machine 
shops write: 


“Eliminates burning entirely” 


+ 
“Am enabled to use centers indefinitely’ 
e 


“Can increase speeds 


without undue heating” 


IXON’S Lathe Center Graphite 

Lubricant is made especially to 
lubricate dead centers of lathes. It 
provides effective protection against 
overheating, softening and scoring. 
Increases production by permitting 
heavier cuts and higher speeds. 
Promotes accuracy by permitting 
tighter set-up. 

Sell it also for steady rests, jack 
screws and other applications where 
a lubricant of extreme film strength 
is required. 


IN HANDY TUBES 
Easy to Apply 


1, 4 and 8-oz. For 
particulars write 
for printed RLC71. 











JOSEPH DIXON CRUCIBLE CO., JERSEY CITY, N. J. 
Ticenderege, Ne. 635, and Microfyne Graphite 
Pipe Joint Compound - Graphite Seal - Graphited Oils 


Gear Lubricants 











Cup and Pressure Gun Greases - 
Waterproof Graphited Grease + Avie-Marine Grease 
Graph-Air Guns + Belt Dressing (Contains no Graphite) 
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manufacturing employees’ weekly earn- 
ings approached the $45 mark in April, 
continuing the upward trend which has 
been uninterrupted since the summer of 
1941. Wage earners in the 25 manufac- 
turing industries surveyed monthly by 
The Board worked a slightly longer 





week, earning fractionally more per | 
hour, to receive an average of $44.99 | 
per week. This was 16.3% above the | 
average pay envelope in April, 1942, 
and the average work week was length- | 
ened to 44.9 hours. 


> > * 


Construction trend—Construc- 
contracts awarded in the 37 
eastern states during May amounted to 
$234,426,000, according to F. W. Dodge 
Corp., New York City. This represents 
a decline of 23 per cent from the pre- 


tion 


ceding month and is just slightly more 
than one-third of the $673,517,000 re- 
corded in May, 1942, when war con- 
struction was at a very high level. All | 
three major construction types followed 
the same pattern with the largest dollar 
decline from last year appearing in non- 
residential building which registered 
only $75,301,000 in May, 1943, as com- 
pared with $297,885,000 for May a year 
ago. The greatest drop was in the | 
manufacturing building 
Counter to the 


classification. 
general down-trend, | 
were two classifications, hospital and | 
institutional buildings and social and | 
Both classifica- 
tions reached totals approximately those 
of May, 1942, and both are about 50 


per cent ahead of last year on the basis 


recreational buildings. 


of the cumulative five-months’ record. 
Total residential building, amounting 
to $63,291,000 in May, was 57 per cent 
below May, 1942, and 20 per cent off 
from April. The gain in multi-family 
dwellings was more than offset by the 
decline in the one-and two-family clas- 
Heavy engineering work, 
comprising all types of public works 
and utilities, was down 59 per cent from 
the $227,668,000 recorded in May, 1942. 


sification. 








aa . * | 


Inventory limitation—Several | 
thousand small wholesale and retail | 


| suppliers have been freed from the | 





| 


restrictions of Limitation Order L-63, 
by a WPB amendment effective June 
10. Hereafter all wholesalers or retailers 
whose total inventory at cost is less 
than $35,000 are exempt from the Order, 
whose previous exemption limit was 
$20,000. WPB estimates that the order 
will still govern approximately 20,000 
distributors and, of course, will control 
the bulk of the nation’s distribution of 
the hardware supplies; farm, building, 
mill and electrical supplies, etc., which 
are under the jurisdiction of the Order. 





A 30-days larger inventory is also per- | 





It is inevitable that in 
working under pressure 
to produce the best tools 
we've ever made—to 
help win the war—we de- 
velop new skills. These 
skills will last and will 
help us to serve our cus- 
tomers tomorrow as they 
do our country today. 


eV LCHEK TOOL CO. 


3001 E. 87th St., Cleveland, Ohio 
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mitted by the amendment, so that dis- 
tributors in the Eastern section may 
carry 90-days’ supply, and in the West- 
ern states, 120-days’ supply, based on 
their most recent preceding sales. Sea- 
sonable lines may be carried on a basis 
of 120-days’ supply, measured by the 
corresponding season of the previous 


year. 
* * * 


Manila rope needed—<Again, 
the WPB sends out an urgent call for 
manila rope for the use of the Army, 
Navy or Maritime Commission, if 
stocks are available in the hands of any 
distributor or user. Manila rope 3/16 
inch diameter or larger, and in lengths 
of 200 ft. or more, is urgently needed 
and return post-cards have been mailed 
widely to business concerns who may 
have manila rope which they are will- 
ing to sell to the Government at 10 per 
cent above the net cost paid. These 
returns are being made to Murray 
Cook, Agent, 155 East 44th St., New 
York, N. Y. 

* <a * 

Brass mill products—A new 
OPA regulation, No. 408, effective July 
19, stabilizes distributors’ maximum 
prices for brass mill products and ser- 
vices at Oct., 1941, levels. This order 
permits continuance of the distributors’ 
mark-ups under mill prices which 
existed in Oct., 1941, up to 3 cents per 
pound on all items, except pipe or 
water tubing. The brass mill products 
affected include copper or brass sheets, 
plate, roll, coil, rod, bar, tube and pipe; 
also non-electrical wire. 


Five Types of 
Housewares’ Patrons 
(Continued from page 15) 


ing, cooking, and canning. The 
table on the scale is fool-proof, 
and she knows just how many 
pounds of apples make a bushel. 
Its capacity is 50 lbs. and it sells 
for $3.60. 

She likes to keep up with the 
times. She appreciates and values 
Mrs. Schirm’s helpful suggestions 
when she queries, “What’s new in 
housewar:s?” Likes to browse 
around the display tables, invari- 
ably buys eye-catching, purse- 
appealing gadgets such as egg 
and phone-call timer in plastic. 
She wants this war to end soon, 
and is willing to give up alumi- 
num, stainless steel, copper, 
chrome, and cast-iron housewares 
happily until victory is achieved. 


JULY 8, 1943 
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I Repair ’Em By Mail!’ 
Lack of time or help need not prevent you from accepting repair jobs on Toastmaster 
products. Just repair ’em by mail. Here’s how you do it. 

You simply send the Toastmaster appliances, complete with all parts, to the nearest 
authorized service station listed below. Expert repair jobs will be done for you, at the 
lowest possible prices consistent with good service work. When billing your customers, 
you just add your normal handling charge to the repair cost. Easy, isn’t it? 

On the other hand, if you can do the repair work yourself, you may obtain the 
necessary new parts—provided you return the old parts with your order. 


HOWEVER YOU HANDLE TOASTMASTER SERVICE, 
REMEMBER THESE POINTS! 


% Check the operation of a Toastmaster appliance before starting 
to repair it or sending it out for repairs. Failure to operate prop- 
erly is often due to a poor connection caused by a faulty outlet. 


% When shipping a Toastmaster appliance to an authorized service 
station, include a complete report of the cugtomer’s complaint. 


Explain that toasting too dark or too light is often caused by a 
variation of voltage in the power line. If changing the adjust- 
ment button setting does not correct the trouble, it is best to 
send the toaster to an authorized service station. 


% Be sure to pack Toastmaster* appliances carefully when ship- 
ping them, so that they will not be damaged in transit. 





FACTORY Catenat, O.. 5 Vigate Flec. Co. Pinsburgh, * es ut Sesyice 
- m St. ec. Co., Jenkins Ar le i] 
Elgin, Ill... ..MeGraw Electric Co. Cleveland, O..... Elec’l Repair & Portland, Ore. . .Bressie Elec. Co. 
FACTORY BRANCH SERVICE Const. Co., 811 Prospect Ave. 909 Southwest Fifth Ave. 
STATIONS Dallas, Tex... Douglas Elec. App. Reading, Pa. peer Crockery Co. 
Chicago. II! 299 W. Adams St. Co., 1323 W. Davis St. 42 N. Ninth St. 
Los Angeles, Col *".316 East Denver, Col..... . .. Midwest Elec. San Diepo,, Cal -+...+J.F. Zweiner 
? "Tune pains So. or be Cofix Ave. tei E a | = $08 : x 7 ‘ 
; : letroit, Mich. . Cooley- Van Howe eattie, Wash... Appliance Parts 
New by 3 SSE pa aeetene Service Co., 744 Mich. Theatre Bidg. Serv. Co., 214 Stewart St. 
Pe ‘ Miami, Fla..... Florida Appliance Spok , Wash.. Maxwell & Franks 
AUTHORIZED SERVICE STATIONS Service, 751 W. Flagler St. First ot Wall 
Atlanta, Ga.. . Georgia Power Co. Minneapolis, Minn., E.B. Kelly & Co. San Francisco, Cal... . .Radelfinger 
Electric Building 214 S. Seventh St. . Bros., 544 Natoma St. 
Baltimore. Md..... Baltimore Elec. New Orleans, La. .Reliance Elec’! St. Louis, Mo. . . Kaemmerlen Elec. 
Lt. Co., 300 W. Cold Spring Lane Works, 814 Carondelet St. ‘o., 2318 Locust St. 
Boston, Mass... .. Farrington Elec. Philadelphia, Pa. . Joseph T. Fewkes Washington, D.C... Carl W. Dauber 
Co., 18 Boylston St. & Co., 137 N. Twelfth St. 2320 18th St., N. W. 


TOASTMASTER 


**TOASTMASTER” is a registered trademark of McGraw E.ectric Company, Toastmaster Products Division, 









Elgin, Ill. Copyright 1943, McGraw Electric Co. 
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Provisions of a Well Drawn 
Business Property Lease 


J Amware AGE published an article entitled 
“The Merchant and His Lease” by August C. 
Flamman, member of the New York Bar in its May 
28, 1942, issue. This article discussed current court 
cases and rulings which had given relief from a 
lease where the dealer had been obliged to discon- 
tinue business as a result of Government war-time 
restrictions. That article might well be re-read in 
connection with the following article 


A BUSINESS _prop- 


erty lease is one of the most im- 
portant documents signed by the 
retail merchant on entering busi- 
ness. It is a very technical paper 
and one that requires considerable 
thought and several readings in 
order to be thoroughly understood. 

It is a legal contract between 
the owner of the property, re- 
ferred to as the lessor or land- 
lord, and the merchant, referred 
to as the lessee or tenant. It is 
composed of a lot of fine type and 
some large type, about which a hu- 
morous individual once remarked, 
“The large type is for the tenant, 
the small type for the landlord.” 

Each lease is made up of 
clauses setting forth the rights and 
benefits of each of the parties with 
respect to the rented premises. 
There are certain basic provisions 
every good lease should contain 
and there are special clauses which 
pertain to unusual conditions 
present. 

Standard lease forms are avail- 
able at most stationery, book and 
office supply stores. However, it 
is always better for the dealer to 
have his attorney draw up a lease 
to fit his individual case. 

Provisions of interest to the 
dealer which should be agreed 
upon and set forth in a good busi- 
ness property lease are discussed 
in the following: 

1—Amount of the Rental—It 
is customary to state the yearly 
rental in the lease. 


50 


2—How Rental Is Payable 
Most leases call for payment in 
equal monthly installments. 

3—Rental Due—This clause 
states when rental is due—the first, 
tenth, or fifteenth of the month. 

4—Term of the Lease—This es- 
tablishes the number of years the 
lease is to run or be in effect. 

5—Renewal Option—It grants 
the dealer the right to renew the 
lease and sets forth the conditions 
of the renewal. 

6—Date Rental Is to Start—In 
a favorable lease, rent does not 
start until the store is open for 
business. Some other date may 
be designated if concessions are 
made. 

7—Use of Property During Re- 
modelling, and Installation of Fix- 
tures and Equipment—A favor- 
able lease will grant the dealer 
the use of the property without 
payment of rent during remod- 
elling, and installation of fixtures 
and equipment. 

8—Rental in Case of Fire, Tor- 
nado or Disaster—Provides for a 
cessation of rent during such pe- 
riods and until the store is re- 
opened for business. 

9—Payment of Taxes—Provides 
for the payment of taxes by the 
tenant when due with credit on 
the rental. Tends to protect tenant 
where sale of property for taxes 
might be possible if landlord is 
careless or financially hard 
pressed. 

10—Space Leased—Gives an 
accurate description of building. 











JOHN DOB HARDWARE COMPABY 
*ANYTOWN®, ¥.Y. 























The outside of leases look alike— 
it's the inside you have to know. 


floors, halls. alley-ways, stairs, 
elevators, etc.. covered by the 
lease. 

11—Sub - Leasing Permitted— 
Protects dealer in case premises 
should become unsuitable for his 
type of enterprise. 

12—Plate Glass Insurance Lia- 
bility—Designates which party is 
to carry insurance covering break- 
age or damage to plate glass in the 
building. 

13—Repairs to Property—Some 
tenants prefer to make repairs 
rather than have to haggle over 
work to be done. 

14—Use of Existing Fixtures 
and Equipment—Provides for use 
by the tenant of existing fixtures 
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and equipment in the property. 
Removal of such by the tenant to 
be allowed if he deems it neces- 
sary. 

15—Protection From Damage 
Caused by Other Building Ten- 
ants—The merchant should be 
protected from loss or damage to 
his property resulting from acts 
of other building tenants. 

16—Sprinkler Leakage Damage 
—Insurance can be purchased to 
give this protection. If the build- 
ing is equipped with sprinkling 
equipment, the lease should set 
forth who is to carry this pro- 
tection. 

There are a number of other 
provisions in a lease all of which 
are of primary interest to the land- 
lord. A merchant should have 
some knowledge of them. They 
are: 

1—-Rules and Ordinances—This 
provision sets forth that the ten- 
ant must comply with all city 


rules and ordinances having to do 
with his business. 

2—Charges for Water—States 
how charges are to be determined 
and establishes tenant’s just share. 

3—To Let and Entry by Land- 
lord—Permits the landlord entry 
to the premises at any time for 
various purposes. 

4—Building Signs — Restricts 
use of signs unless landlord gives 
consent. 

5—Bankruptey — Provides for 
nullification of lease if tenant be- 
comes bankrupt. Also, lists ac- 
tions and rights available to land- 
lord in such cases. 

6—Elevators and Heat—Where 
these services are furnished the 
tenants, lease establishes standards 
of service and list reliefs to the 
landlord from such provisions in 
case of acts beyond his control. 

7—Electric Current — Applies 
where current is purchased from 
the landlord. Clause fixes rates 
and terms. 





Paint Sales Jumped When Homeowners 
Did Their Own Work 


(Continued jrom page 17) 


work now- available. However. 
there are more homeowners who 
want to have their property paint- 
ed this year than at any previous 
time. Mr. Billings accordingly 
suggested that customers try doing 
their own home painting. He sug- 
gested that they start on the back 
of the house. Then he outlined 
each step in the painting process, 
how to prepare the surface of the 
house, how to mix the first coat. 
and the second or final coat. He 
did such a good selling job that 
most customers were convinced 
when they left the store that they 
could do the job almost as well as 
any painter and many of them did 
excellent work. 

In most instances, it has taken 
the amateur painter longer to do 
the job and undoubtedly he has 
used more paint. However. they 
have all secured a lot of satisfac- 
tion out of doing the work and 
are very grateful to this company 
for its help in their undertaking. 

“The new type of resin emulsion 
interior paints have made it easy 
for housewives to do excellent in- 
side paint jobs,” says Mr. Billings. 
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“We know of women who have 
repainted every room in their 
homes. Formerly, if they painted 
a few chairs or the back porch it 
was a major undertaking. The 
use of this new paint has spread 
rapidly and volume on it was 
never better.” 

The paint department in_ this 
store occupies one entire sidewall 
where a very complete stock is 
neatly arranged in modern display 
fixtures. A wide range of colors, 
types of paint and different sized 
cans enables the firm to take care 
of almost any amateur painter’s 
requirements. Glass containers are 
now replacing the metal cans and 
customers seem to prefer the glass 
jar. 

Paint accessories, such as brush- 
es, brush cleaners, wire brushes, 
scrapers, sandpaper, etc., are ne- 
cessities in the department and 
are displayed so that customers 
will select these items themselves. 
Paint thinning and drying agents, 
put up in various size bottles, also 
are kept in the department. These 
are always suggested when a sale 
of paint is concluded 








Customers with frayed nerves because of 
constant hack saw troubles— who would 
blame you if you sold them “blades that 
don’t stand up”—cease to be “difficult” and 
unreasonable when you switch them over 
to STAR Blades. 

Skilled mechanics call the STAR Un- 
breakable Special Flexible “the repair and 
maintenance blade of busy war workers” 
because it cuts like an all-hard. Users have 
no breakages and tooth stripping on diffi- 
cult sawing jobs when they use this stand- 
ard alloy hack saw blade. They always look 
for the all-over green finish—a real selling 
aid to greater sales for you. 


. 


BOOKLET FREE TO DEALERS 


“METAL CUTTING’’—a 20-page 
guide to faster work and fewer 
hack saw blade troubles—full of 
“know-how” data appreciated by 
your cummenase Stee them to get 
the most out of the best blade you 
can sell — STAR. Replenish your 
supply now. No charge, of course. 








YX) PRACTICAL 
SMOKE ABATEMENT 


The only sound method for 
eliminating smoke and soot 
must be based on improved 
equipment for burning coal. 
Our improvements give this 
long sought efficiency. Ap- 
proved by municipal smoke 
commissions and inspectors. 
We are justly proud of the 


STIGLITZ 


WARM-AIRE HEATER 


™ Victory Model 
v-618 


with exclusive 
Air-Jet Carburetion 


Saves y, 
on coal 
. 

One firing lasts 
up to 3 full days 
e 
Burns the 


smoke and soot 


Proven Satisfactory from Coast to Coast 


FURNACE. & FOUNDRY CO. 
bobcats 
quuhd tap Leading Distriduters - Exciesivety 
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If You Want 
What You Want 
When You Want It- 


Then place your “WANT AD” 
in the Classified Section of 
Hardware Age. Hardware Age 
will tell your “WANTS” to 
the greatest number of read- 
ers of any paper in the Hard- 
ware trade. It brings employ- 
er and employee, buyer and 
seller together—and gets re- 
sults for its classified as well 
as display advertisers. 


Hardware Age is not only 
widely, but thoroughly read. 
Address with copy and remit- 
tance — 


HARDWARE AGE 
Classified Opportunities Section 
100 East 42nd Street 
New Yerk City 





| Sketches of win- 


Millions of troops 








Posters to be delivered to retailers during June and July 
which can be used in window displays at that time. 


Retailers War Program for July 
Features Variety of Themes 
For Civilian Participation 


AR Campaigns for July, as 


developed by the War Cam- 


paigns Committee of the Central 
Council of National Retail Associa- 


| tions, will start with the theme “The 


United Nations.” This to be fol- 
lowed by weekly promotions on 


| “Don’t Travel,” “Save Waste Fats” 
| and the “U. S. Crop Corps.” 


The Committee suggests window 
displays to tie in with each week’s 


| program and two of these window 
| trims which will tie in with most 
| hardware dealers promotions at this 


dow displays sug- 
gested for use in 
the month of July. 





time are reproduced at the bottom 
of this page. 

Three posters will be distributed 
to retailers by Boy Scouts of the 
community during the month. Two 
of these posters are shown on this 
page. The poster on the U. S. Crop 
Corps delivered in June should be 
used again this month. 

If you are not receiving the gov- 
ernment posters write to William H 
Howard, War Campaigns Commit- 
tee, 151 West 34th Street, New 
York, N. Y. 


SAVE WASTE FATS & 
FOR EXPLOSIVES! 












There will also 
be other fea- 
tured displays 
for the month. 
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May, 


vs. 
No. Stores May’42 


May’43 May 


vs. 
Apr.’43 


SUMMARY 
43 


May 43 


SALES OF 1270 INDEPENDENT RETAU. saiinhadin | C A RBOL 0 y =>, 


DEALERS IN UNITED STATES 
1943, Comparisons 


May ’42 





TIPPED 


*TO CUT 
| Drilling Time 


4.’ | im Masonry 





Total 1,270 —3 





* 


$8,851,649 


$9,108,808 $8,819,130 


and Concrete 








Cumulative sales, first 5 months of 1943 showed a decline of 
—6 per cent, 1943, $41,897,121, 1942, $44,767,641 
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Number May ’43 Vay °43 Dellar 
of firms vs. vs. sales | 
States by Regions reporting May 42 Apr.’43 May ’43 | DRILL B ITS 
~ Available in 17 sizes from 3/16" through 
New England 75 —14 +15 $696,036 peng (groduayed 3 oe ee 
Maine 8 m" l +23 71,394 | ; ave cary Guilt \ shank. d ‘or Cut 
New Hampshire 9 ~36 +14 161.714 | 50 10'95% faster. 1 holow ee ad meng 
Massachusetts 37 — 7 +14 313,053 | Hold ecge 50 a 2 a 
Rhode Island 6 — 9 +1] 44,108 | Ooty oe and’ flying. + cogging 
Connecticut 15 +2 , +17 105,767 | Ssed to drill holes ony depth by weld- 
ing on extra shank. Ask your Jobber 
Middle Atlantic 137 rey +3 names |. OF te oe Cee 
Pennsylvania 137 —§ + 3 1,101,359 THE PAINE CO. 
2963 Carroll Ave., Chicago, Illinois 
’ East North Central 375 - 9 + 2 2,360,099 Offices in Principal Cities 
Ohio 101 6 +7 731,565 
| Indiana 58 -9 +5 335,824 
a Illinois 91 —12 — 6 540,887 
Michigan 42 -9 +7 306,554 
Wisconsin 83 - 8 —2 445,269 FASTENING WaVlasy 
West North Central 168 =i —10 669,323) ele rw, fenh, [e) 
. Iowa 52 — 6 —15 211,707 
Missouri 38 —16 — 4 146,868 | 
Nebraska 36 +7 — 5 110,228 
Kansas 42 + 2 —10 200,520 | 
South Atlantic 18 4+ 3 — 7 322,428 
South Carolina 1] 4+ 4 — 2 89,050 
Georgia 22 - 7 — 8 126,072 | 
Florida 15 +17 —10 107,306 | 
East South Central 13 L 6 9 95,040 | 
Alabama 13 +6 9 95,040 | 
West South Central 115 -s - 3 719,386 | 
Arkansas 18 + 6 — 6 120,033 
Oklahoma 39 +17 pd 187,809 | 
Texas 58 —§ = 3 411,544 | 
Mountain 94 + 3 “" 875,609 | 
Montana 22 + 6 p§ 168.124 | 
Idaho 18 +12 — 8 143,887 | 
Wyoming 6 +30 +2 42.859 | 
Colorado 28 — 3 « —12 125,377 | 
New Mexico 9 —1 —12 166,348 || STARRETT is exerting every effort 
Arizona 7 +22 — 2 198,446 | 
Meena * | to meet the urgent demand for pre- 
| cision tools occasioned by the war 
Pacific 245 + 6 +2 2,012,369 ducet 
Washington 43 413 hie 276.876 | Production program. At the same 
Oregon 29 +5 + 6 288,621; time the STARRETT standards of 
California 173 +5 +4 1,446,872 | ‘ 
accuracy and workmanship that you 
| and your customers 
Chicago 20 —2 —2 88,962 | y 
Los Angles, Cal. 24 ~16 +13 299,214 have learned to appre- 
Portland, Ore. 8 +-26 +1 50,511 ciate and respect are 
St. Louis, Mo. + “ Pe 
San Francisco 21 413 ‘ 157,468 being steadfastly main- 
Seattle, Wash. 1] +16 = 33,957 tained. 





* Note while stores in these states are included in grand total, figures for 
these states are not shown, in this chart, because of insufficient data. For states 
marked # the change was less than 0.5 per cent. 
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Variety and Wide Price Range Aid 


Sales of Dinnerware and Glassware 


The Bryan Hardware Co. builds its 
business in these lines by trying 
to accommodate all types of purses 





ON AVAILABLE GOODS 


|, RE ARE and 


glassware, both individual pieces 
and in sets, are year “round sel- 
lers at the Bryan Hardware Co. in 
Westfield, Mass. This department 
is organized to interest both the 
well-to-do and those of more 
modest incomes. for a good va- 
riety of patterns and qualities ap- 
peal to practically any type of 
purse. The gift shop atmosphere 
pervades this section and_ inter- 
esting table and wall displays do 
much to attract the people in this 
city of 19,000 population. 


Big Town Competition 

Westfield is within easy reach 
of busy and much larger Spring- 
field and the firm must take this 
fact into consideration in pricing 
its merchandise. According to 
Miss Helen Brzys, of this depart- 
ment, it is Bryan’s policy to offer 
these items “at prices equal to 
or better than Springfield stores.” 

Crystal stemware appeals to the 
majority of housewives and _ this 
merchandise is offered in items 
priced from 15 cents to $5.00 
each. There is also a well rounded 
stock of dinnerware. Four open 
stock patterns are offered and 
there are usually 10 or more pat- 
terns of closed stock sets. A ser- 
vice of six averages from $6.95 up. 
while the service for 12, consisting 
of 95 pieces, amounts to $34.00 


and up per set. Breakfast sets are 
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A general view of the dinnerware and glassware section. Glass 
shelving gives additional space for featuring items effectively. 





Solid color dinnerware, lamps and other gift items are shown on this 


modernistic siyle sidewall unit 


another source of revenue and 
these are priced from $4.49 and 
up for 20 pieces. 

Glass shelving supported on 


with shelves at different heights. 


stemware gives the appearance of 
height to the table display in this 
section. More than 20 different 
patterns of dinnerware and break- 
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fast sets are tastefully shown in 
the center table display. Some 
glassware items also are displayed 
on this unit, while crystal stem- 
ware is featured on sidewall shelv- 
ing. Modernistic style shelving 
with red trim adds colpr to the 
wide range of crystalware displays 
and a pleasing effect is obtained 
through the use of two different 
heights of shelf units along the 
wall. Unoccupied top shelves are 
used for displaying fancy waste 
beskets, pottery and other gift 
items. Pin-it-up lamp units also 
are shown on some of the up- 
rights which support the shelving. 


Cooky Jars Help 
Grunewald’s Volume 


(Continued from page 12) 


compare favorably with those at- 
tained on the cooky jars. The 
store carries a complete stock of 
quality tea pots, most of which will 
retail at the popular $1.98 price. 
Colored tea pots move in better 
velume than the plain variety. 


“Color is very important in 
pottery items of this type.” says 
Art Grunewald, “Pastel 
shades predominate, but strong 
colors are very much in demand 
m items such as cooky jars. We 
do not feature price today, but 
try to have the goods the cus- 
tomer wants. They will always 


pay what the item is worth. 


owner. 


“The fact that we are getting 
more women in our store these 
days is gratifying to us. 
Women are important customers 
and we expect to add other mer- 
chandise to keep them as cus- 
tomers of the store.” 


very 


Saecher’s Hardware 
Repairs ‘Em All 
(Continued from page 25) 


merchandise possible, and store 
traffic has increased considerably 
as a result. People must call for 
items left to be repaired, so they 
visit the store twice. It is sur- 
prising how many times they find 
other items they need while pass- 
ing through the store. 

Mr. Reideman believes in ad- 
vertising the repair department by 
keeping it in plain view of cus- 
tomers. Two benches provide 
space for doing the repair work, 
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and tools of all types are located 
there. A lathe operated by a 
small electric motor enables this 
shop to do some very unusual 
work. 

Customers often see Mr. Reide- 
man working on some item while 
they are in the store. Being curi- 
ous, they usually come over and 
watch him work for a few min- 
utes. The next step is for them 
to ask if he can repair a certain 


item. This is good advertising 





better from such an experience 
than if they saw it adverstised in 
the newspaper. 

The repair department is so 
well known to the farm trade that 
many farmers feel free to come in 
and use the tools and work bench 
to make their own minor repairs 
which are mainly filing jobs. Mr. 
Reideman is glad to grant good 
customers these privileges. It 
builds good will for the depart- 
ment which is so essential to the 





and leads to 
work, 
the store’s repair department much 





additional repair 
Customers will remember 





The housewives of America are making~all 
the necessary arrangements for this impend- 
ing post-war date of yours with Priscilla Ware. 
Today—and for the duration—this fine alumi- 
num ware can’t be had for love nor money! 
But today isn’t a bit too early to be planning 
ahead for V-Day lines and profit opportunities. 


The Priscilla guarantee . . . our unconditional 
pledge to customer-satistaction . . . will con- 
tinue in force after the war just as it has in 
the past. Neither you nor your customers can 
lose ... you both gain. So don’t forget... 
you have a “V-Day Date with Priscilla”. 


LEYSE ALUMINUM COMPANY 
KEWAUNEE 1 WISCONSIN 















THE GUARANTEED ALUMINUM 











Established 
1903 





community during wartime and 
leads to more important repair 
work from these customers. 



































FOR YOU ALL THE WAY! 


While there is “nothing to sell” in 
the way of aluminum utensils “for 
the duration’’, nevertheless, Priscilla 
has not let you down ... not fora 
minute! More than 3,000 new dealers 
have come to us as a reliable source 
of supply for profitable, available 
“fill-in” merchandise such as crock- 
ery, glassware, china and miscel- 
laneous housewares items ferretted 
out and provided by Priscilla. 
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Texas Wholesale Hardware Ass'n 
Meets in Dallas 


Retiring President of the Texas Wholesale Hardware Ass‘n, N. F. Van Hoogen- 
huyze (center), hands the gavel to President Oscar J. Koepke while newly 
elected First Vice-President Sol L. Levy witnesses the ceremony. 


OR the first time in 


many years, the Texas Wholesale 
Hardware Association held its an- 
nual convention away from the Texas 
gulf coast city of Galveston. Black- 
outs, travel difficulties and crowded 
hotel conditions made it seem ex- 
pedient to hold the 1943 convention 
at a more centrally located city, and 
Dallas was chosen. The dates were 
June 15-16 and convention head- 
quarters were at the Baker Hotel. 
The convention this year was not 


a convention in the accepted mean- 
ing of the word, but was a “War 
Problems’ Congress,” with a pro- 
gram designed to help the hard- 
ware wholesaler over the rough 
spots of war-time operation and in- 
sofar as possible and expedient, to 
begin preparation for post-war op- 
eration. 

As usual, the meeting was opened 
with a joint open session, at which 
were present, wholesalers, Texas 
Hardware Boosters and other fac- 
tory representatives and ladies. This 
session was held on Tuesday morn- 





Officers and Executive Committee and Advisory Board members of the Texas Hardware Boosters Club. Left to right, 


ing. Principal speaker was Glen 
C. Wasson, of General Electric Sup- 
ply Corp., Dallas, whose subject 
was “Post-War Planning.” 

Mr. Wasson made a very forceful 
talk on this subject, indicating pis 
own depth of thinking and his  fa- 
miliarity with what is going on and 
with the trends toward which our 
country is leaning. Mr. Wasson pre- 
dicted that free enterprise and in- 
dividual initiative will continue to 
be the basis of our economic system. 
He emphasized the fact that work 
is the basis of all wealth, rather 
than gold or silver. He said that 
work for all the people must be the 
basis for post-war planning. 

Mr. Wasson believes that the 
present administration will remain 
in office, or one selected by it, until 
1948. With some eleven million 
soldiers home from the war by that 
time, he said, we may possibly have 
a military government taking office 
in 1948. 

Following this joint meeting, the 
Texas Hardware Boosters held their 
eighth annual gathering in the same 
room with a goodly attendance of 
Boosters and other factory men. 
Several additions to the club were 
reported. Officers, executive com- 
mittee and advisory board members 
were elected at this meeting. It 
was presided over by H. A. Taylor 
of Houston, president, while the 
opening session, the Tuesday after- 





front row: Fred C. Buck, past president; Nat M. Johnson, secretary treasurer; H. A. Taylor, retiring president: Frank D. 
Winslow, president; M. G. Lipscomb, first vice-president; Malcolm E. Reid, chairman executive committee. Rear row: 
Harry B. Wilson, advisory board; H. J. Peterson, advisory board: Paul H. Bowen, executive committee; Dewey God- 
frey. executive committee; Paul H. Speaker, Jr., advisory board; E. M. Luther, advisory board. Second vice-president. 
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LeGrande D. Kelly (in the army) and Past President Dan M. Bell were the only two members absent. 
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noon, session and that on Wednes- 
day morning were presided over by 
N. F. Van Hoogenhuyze, president 
of the Wholesale Association. 

Speakers Tuesday afternoon in- 
cluded J. D. House, Jr., of Paris, 
president, and Hugo Swan, manager- 
counsel, Texas Hardware and Im- 
plement Association, who spoke on 
“Our Friends, the Retail Hardware 
and Implement Dealers.” The other 
speakers were O. W. Erringer, area 
director, WMC regional office, Dal- 
las; and Warren G. Brown, chief 
of regional priorities, hardware and 
farm machinery section, WPB, Dal- 
las. Mr. Erringer discussed “The 
Manpower Situation” and made a 
forceful presentation of the man- 
power problem as it affects hard- 
ware distributors. 

The Wednesday morning session 
was devoted to committee reports. 
a general discussion on hardware 
wholesaling problems today and af- 
ter the war is won. 

Entertainment this year was held 
to a minimum, including only a cock- 
tail party and dinner on Tuesday 
evening, at the Dallas Athletic Club. 
It was a “strictly business” con- 
vention and those who attended said 
it was one of the best, most infor- 
mative and most helpful the Texas 
group ever has held. Attendance 
was very little below normal. 

New officers of the Wholesale 
Association are as follows: Presi- 
dent, Oscar J. Koepke, Corpus 
Christi Hardware Co., Corpus 
Christi; first vice-president, Sol L. 
Levy, Black Hardware Co., Galves- 
ton; second vice-president, Lieut. 
Col. Gus C. Dittmar, Camp Barke- 
ley, Texas (F. W. Heitmann Co.. 
Houston); and _ secretary-treasurer. 
Nat M. Johnson, Southern Hard- 
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ware, Dallas. Executive Commit- vice-president, Capt. LeGrande D. 
tee—N. F. Van Hoogenhuyze, chair- Kelly, Jr., U. S. Army (Kelly Plow 
man, Wm. Van Hoogenhuyze Hdw. Co., Longview) ; secretary-treasurer. 
Co., San Antonio; J. E. Ziegelmeyer, Nat M. Johnson, Southern Hard- 
Huey & Philip Hdw. Co., Dallas; ware, Dallas. Executive Committee 
Hollis E. Colemere, Peden Iron & -Malcolm E. Reid, Dallas, chair- 
Steel Co., Houston; and Arnold G. man, Dewey Godfrey, C. B. Hasford 
Attebury, Amarillo Hdw. Co., and Paul Bowen, all of Dallas; 
Amarillo. Advisory Board—Harry A. Taylor, 
New officers of the Texas Hard- Houston, chairman, Paul H. Speak- 
ware Boosters Club are as follows: er, Dallas (1944), H. J. Peterson, 
President, Frank D. Winslow, Jones St. Louis (1944), Ed M. Luther. 
& Laughlin Steel Corp., Houston; Louisville (1945) and H. B. Wilson, 
first vice-president, M. G. Lipscomb. Dallas (1945) and past-presidents 
Cavert & Lipscomb, Dallas; second Dan M. Bell and Fred C. Buck. 
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With the Replogle Air-Ways The handy distance-finder meas- 
base. You can pick it up easily, Globe, see how the important air ures flying time and distance. You 
examine it from all angles, pass it routes go North over the top of hold the globe in one hand, measure 
from hand to hand. the world. with the other. 

















The globe sets free in its cradle 










Horizon Ring on the Replogle Air-Ways ae Each globe is supplied with explanatory 
Globe bears aviation information. booklet and cross-indexed air-mileage chart. 








} | peer areneae iy tell how Avi- Comprehensive advertising campaign to your 


ation is winning the war against distance. The customers is now in preparation. 
Write today for full information, proof of ad- 





Replogle Air-Ways Globe is a true guide to the 
highways of the new air world—and shows the mats and sample of this new Replogle Air-Ways 
hundreds of thousands of miles of air routes which Globe. Retails for $4.00—looks like much more. 


REPLOGLE 
‘GLOBES: 


Largest Makers of Fine Globes 
325 N. Hoyne Ave., Chicago, Il. 






tie together oceans, countries and continents. Here, 
| at last, is a globe which reveals the new, insepa- 
rable world Aviation has made. 










That is why the Replogle Air-Ways Globe will 
have such a quick turn-over—why even preserit 
globe owners will buy it. It “dates” other globes! 4 COMPLETE LINE OF GLOBES FROM $2.00 TO $94.50 
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And Still Available for Hardware Distribution 


Air-Jet Carburetion 
In Warm-Aire Stove 


The Stiglitz Warm-Aire Stove, accord- 
ing to the manufacturer, makes use of 
air jet carburetion. Draft air is auto- 





matically drawn into the combustion 
chamber through air-jet carburetors so 
that the fire is supplied on top with 
abundant fresh air required for efficient 
coal combustion. Maker states it saves 
one-third on coal, is an improved maga- 
zine-type heater and has special metal- 
conserving ceramic lining sections. Dis- 
tributed exclusively and directly through 
leading distributors by Stiglitz Furnace 
& Foundry Co., 2007 Portland Ave., 
Louisville, Ky. 


Rust Proofing 
Compound 


“Puritan Rust-Proofer”—a compound 
that is said to give protection against 
rust for a period of three years. Lawn- 
mowers, stoves, garden tools and numer- 
ous other items that are damaged by 
rust can be protected with a simple ap- 
plication of the product, according to 
the manufacturer. Product is a smooth, 
soft, non-hardening compound that can 


58 


be applied with a cloth or brush to the 
surface to be rust-proofed. Maker states 
that it produces a penetrating film that 
is impervious to weather and water and 
it is not necessary to clean the steel 
surface before applying the rust-proofer, 
although where there is a rust deposit, 
the compound will loosen it so that it 
can be removed easily. Protective film, 
if not disturbed, will last three years 
says the company. Packed in one-pound 
glass jars. Puritan Chemical Co., 209 
Peters St., Atlanta, Ga. 


“Gauge Master” Used for 
Precision Work 


“Gauge Master” can be used as a 
depth micrometer, an inside micrometer, 
and for various sizes of telescoping 
gages. It is small and compact and can 
be reset by any individual. It is as 
exact as the user’s micrometer. With 
the use of a standard 5/32 rod, any 
shaped gage pin can be designed by 
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the user to his particular purpose. 
Original supply of stock pins are fur- 
nished with order. Beale & Arnold 
Mig. Co., Inc., 111-115 Glenwood Ave., 
Minneapolis, Minn., its makers, state 
that it possesses speed, accuracy and 
simplicity. 


Light Weight Dual 
Disk Pressed Wheel 


French & Hecht, Inc., Davenport, 
Iowa, is producing a light weight dual- 
disc wheel consisting of two pressed 





steel discs, steel rim and hub all of 
which are welded together into a single 
wheel unit. It is designed to meet the 
requirements for light and medium 
portable equipment under conditions 
formerly adapted to the use of rubber 
tires. Maker states the wheel is rea- 
sonable in cost, is strong and light and 
has fair tire width for travel over soft 
ground. 


Champion's War-Time 
Supplement to Catalog 


The Champion Hardware Company of 
Geneva, Ohio, has just issued a supple- 
ment to its regular catalog No. 18. 
This new publication gives illustrations 
and descriptions of war-time products 
and those peace-time products which 
the company is permitted to make and 
sell at the present time. Champion is 
making chain assemblies and chest 
handles for all types of army and navy 
chests, and among its peace-time prod- 
ucts are plastic pulls and knobs, glass 
knobs, cast iron and wrought steel pulls, 
foot bolts, thumb latches, chain bolts, 
a wide variety of hinges, screen door 
hardware, brackets of various types, 
hasps, mending plates, tee plates, fric- 
tion catches, sash locks, lifts, catches, 
push plates, door hardware and other 
items for civilian use. All items are 
pictured in halftones in this supple- 
mentary catalog. 
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Displays Zippo Flints 


The Zippo Manujacturing Co., Brad- 
ford, Pa., makers of lighters and flints, 
has recently brought out an attractive 





easel back counter card for displaying 
Zippo hard lighter flints. This colored 
display card, measuring about 8 by 11 
in., features three dozen glassine en- 
velopes each containing four flints. An- 
other replacement item, now obtainable 
from the company, is an extra “asbes- 
tosized” wick which is made especially 
for Zippo lighters. 


New Air-Ways Globe . 


Replogle Globes, Inc., Chicago, IIl., 
has announced the air-ways globe as a 
guide to the highways of the new air 
world. The many air routes which tie 
together oceans, countries and conti- 
nents are shown including the great 
circle air routes which go north over 
the top of the world. A handy distance 
finder is supplied to measure flying time 
and distance. The new air-ways globe 
sets free in its cradle base, can be 
picked up, examined from all angles, 
and passed from hand to hand. Other 
features are the horizon ring which 
bears aviation information, and an ex- 
planatory booklet containing a cross- 
indexed air mileage chart. 
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“Seal Lac” Display Unit | 


As part of the promotion material 
offered to support sales of its product, | 
Longman’s “Seal Lac.” Longman & | 
Vartinez, 46 Roebling St.. Brooklyn, | 
N. Y., has made available to its dealers 
a large counter display unit. This item 


is offered in connection with a trade 
deal which the company has made avail- 
able. “Seal Lac” is a weterproof, high 
gloss finish which the company recently | 
introduced to the market for use on 


floors, wood trim, furniture, sealing and 











sizing of porous surfaces. Details of 
how this display may be obtained by 
writing to the above address. 


Spray Gun 
Insecticide 


Standard Container, Inc., Rockaway, 
N. J.. in collaboration with Universai 
Plastics Corp., New Brunswick, N. J., 


has developed a new gun for insect 
pests. This gun has a_ spiral-wound 
paper barrel and a wood and leather 
plunger. To connect the barrel and 
the glass bottle, molded black cellulose 
acetate parts have been used. Even 
the 1/16 in. dispensing tube is made 
of this plastic material. It also has a 
squat broad-based bottle which will 
not tip over easily. According to the 
maker, it is light, easy to manipulate 
and has no metal farts. 








PROMPT SHIPMENT 
UNIFORM HIGH QUALITY 
10 LARGE PLANTS 


Principal products include—Alloy Steels, 
Tool Steels, Stainless Steel, Hot Rolled 
Bars, Hoops and Bands, Beams and 
Heavy Structurals, Channels, Angles, 
Tees and Zees, Plates, Sheets, Cold 
Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 
St. Louis, Philadelphia, Jersey City. 











products of builders’ hardware 
have been offered to the trade have 
been marked by dependability in 
service always. 


Ie is little wonder that the endorse- 
ments of the many users of National 
Hardware have created the popular 
demand that exists today. Discrim- 
inating builders ask for these prod- 

ucts by their trade 

name and insist 

\ on the genuine. 


If you do not car- 

ry this hardware, 
you should write today 
for full particulars. . 
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fe SCHAFFNER'S "Little Doc’ 





Handy Bandage 


~% Every American @ 


& their first line of 


ADHESIVE STRIPS: 


prospect—all need them for 
defense against infection 


\ ea Packed 8% bandage adhesive strips in a handy 


package to retail at 10¢ per pkge 


on a striking 


24 pkgs 


5-eolor counter display card. 


Order now—sales start soon as shown. 


GUS. J. SCHAFFNER COMPANY 


934 CALIF. AVE 


AVALON, PITTSBURGH PA 
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Yor.’ a = 


ESTABLISHED 1888 


' Priority required. Consult your jobber 
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Fiwale—in step with the 


bution of marine hardware 


Uncle Sam’s Navy ond mer- 
chant ships. We are proud of 


ovr part in this March to 
tory, and are maintainin 
high standard of Fiwale 


Vues 


“Hardware of the Better Type’’. 
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/ Send for our 


120 page 
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Joiner Hard- 
were Cata- 
log #60, with 
price list. 
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effort—is devoting its facilities 
to the manufacture and distri- 
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FIWALE EQUIPMENT MANUFACTURING CO 


64 READE STREET 


NEW YORK, N.Y 


200 £ ILLINOIS ST 
CHICAGO, ILL 
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WHATS NEW 


Easel-Type Card 
Displays Cement 


A brilliant, eye-catching, easel-type 
display card holding 14 tubes of Tes- 
tor’s Household Cement for mending 


china, crockery, glass, wood, etc., has 
recently been introduced by Testor 
Chemical Company, Rockford, Ill. This 
product is a companion item to Testor’s 
Crystal Clear Cement. Easel card is 
designed for counter or wall display 
and cames set up with tubes in place. 


Transformed Furniture 
Window Display 

“Before” and “after” pictures on 
this window display show how old 
furniture can be transformed into a 
thing of beauty by a bit of carpentry 














and “Duco.” The display, lithographed 
in full color, 33 by 45 in., is now be- 
ing shown by dealers handling “Duco” 
household enamel. E£. I. du Pont de 
Nemours & Co., Inc., Paint & Varnish 
Division, Wilmington, Del. 


Fiwale Catalog on 
Marine Joiner Hardware 


Catalog No. 60 issued by Fiwale 
Equipment Mfg. Co., Inc., 64 Reade 
St.. New York City, is a 120 page il- 
lustrated catalog showing marine joiner 
hardware for small yachts or large 
An interesting feature of this 
is the company’s telegraphic 


boats. 
catalog 
code, appearing on page XI, with code 
words for customers to ask for prices, 
ship- 
Navy and Govern- 


quotations, and about orders, 
ments, etc. LU. S. 
ment Specifications data is given under 
which hardware shown in the catalog 
is acceptable. There is also a list of 
Navy Department Bureau of Construc- 
tion & Repair C & R drawings on which 
Fiwale hardware can be applied. The 
front cover shows an ocean liner and 
two smaller war craft. The rear cover 
ix embellished with the points of the 
compass. 


Fireproof Stove Board 


Wabash fireproof stove boards are 
made of asbestos cement, a_ hard 


finished, smooth surface material which 





hears the seal of approval of the Under- 
writers Laboratories. They are finished 
in golden-fleck (walnut) design and are 
available in four square and three ob- 
long sizes. These boards are manu- 
factured by The Wabash Screen Door 
Company, 310 South Michigan Ave., 
Chicago, Ill. The firm is sending prices 
and miniature samples to its wholesale 
distributors and catalog pages are avail- 
able for use in their salesmen’s books. 
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STANLEY TOOLS —icw ceirain, connecticut 
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you MAY BE RUNNINC SHORT OF NAILS OR SCREWS ee 
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you CAN SELL YOUR CUSTOMERS TH tf 
ee 
WARTIME AIDS Théy 


Hardware Dealers now can make up 
ud for lost sales simply by stocking 






WARTIME SPECIALTIES that THEY CAN 
GET! Columbia Wartime Specialties 
include: 

SERVICE HAND BAGS and Many ar om 
Heavy Duty Fabric Items . . Plu 
—* Leading Line of FIRST AID 
KIT: 


IMMEDIATE DELIVERIES ATTRACTIVE DISCOUNTS 
Contact your jobber or get Samples and Complete Details Direct. | 
COLUMBIA FIRST AIDERS * °%,MARKET ST. ff 





STAMPS for 
Hard Surfaces 


Now ready for use on tough 
marking jobs everywhere 
in busy American industry, 
these new hand-made Mil- 
lers Falls tool-steel stamps 
have special tempered faces 
to stand up where ordinary | 
stamps would fail, and 
tempered heads to prevent 
mushrooming or fracturing. Character sizes from 1/20” 
to %”, letters and figures. Sharp, clear, legible impres- 
sions. Packed in well-made wooden box. Write for details. 


Ey MILLERS FALLS COMPANY 


GREENFIELD . . MASSACHUSETTS 














Good Salesmen Wanted— 


If you’re a good salesman inside or outside and 
want to get located, use the Classified Oppor- 
tunities Section of HARDWARE AGE. That’s 
the place where concerns looking for qualified 
men and men looking for desirable connections 
usually advertise and “connect”. HARDWARE 
AGE is read by more men in the hardware busi- 
ness than any other trade publication. Consult 
and use it for quick, tangible results. Address 


HARDWARE AGE 


Classified Oppor 
100 East 42nd St. New York City 
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ALL 
YOU 
WANT | 


All that UNION offers 
in its chisels, hack saw ae 


- | frames, or "Champion" 













screw drivers is a line 






of tools that are well 











HARDWARE COMPANY 


designed, excellently | 







made, and priced to 
show you a profit. 






In other words, 
UNION offers all 


you want from any 










line. 
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Here's a Very Thoughtful Letter From 
a Wholesaler to a Manufacturer 


ON S. BRISBIN, 


dent. Columbus 


vice-presi- 
McKinnon 
Chain Corp., Tonawanda, N. Y., 
sends us this very thoughtful letter 
from a wholesale distributor. It ex- 
presses a degree of understanding 
that is often forgotten in the stress 
of current conditions. It reads: 


“We have made a general sur- 
vey of our orders on file, and of 
our stock: as well as shipments 


you have made to us for the past 
months. We conclude that con- 
sidering the grave problems that 
face you as a manufacturer you 
have been very generous and fair 




















Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximunt, 50 words.. 5.00 
Each additional word..... oan .08 


Positions Wanted 
(Special Rate) set solid, maximum, 
50 words 
Each additional word......... 
illow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
Gr Be ik dk habbess dtecmba ten de $6.00 
Each additional inch...»...... 4.00 











ATTENTION: 
SMALL MANUFACTURERS— 


One of our clients, a well-rated man- 
ufacturer, with an established sales 
organization and national distribution, 
is interested in marketing other items 
under their own private brand name. 

If you manufacture a notion or 
household specialty and would be in- 
terested jn selling same through a 
national distributor, who would carry 
their own accounts, send us full de- 
tails immediately. 

THE BAKER ADVERTISING AGENCY 
3302 DODGE STREET : OMAHA, NEBRASKA 














Straight Edge 
RAZORS 


Made by Case-Genco, their highest quality. 


$18 dozen 
GENERAL PAINTS, INC. 
45 Vesey St.. New York WOrth 2-2843 











TRAPS FOR SALE 
- only No. 1165 Chromium P Traps 14”, 17 ga. 
P. S. Cast Swivel Ell, Cast Anti Siphon with 
c. 0. $4.00 ea. net. 236 only No. 1122 Chromium P 
Traps 1%", 20 ga. Ground Joint Wall Tube, Cast 
Anti Siphon with C.0. $3.90 ea. Above manu- 
factured by Bridgeport Brass Co. and original 
eases. Not less than six to an order. 
Address, SIX-IN-ONE LADDER CO. 
Rochester, New York 








} ALL PURPOSE METAL DURABLE NOZZLE 


» Available without priorities, large quantity all 
> purpose, non-adjustable nozzle. Suitable for ¢ 
delicate plants, general utility garden use and § 
} originally designed as fire protection unit. 
> immediate delivery. 


Address—Hose Equipment Company ; 
1652 Loma Vista, Fessdene, California , 














WHOLESALE LAWN SEED CONCERN 
has attractive proposition for Commission Sales- 
men calling on hardware, feed, seed and garden- 
ing trade. Prefer men covering a limited terri- 
tory. Openings available in Massachusetts, Con- 
necticut, Rhode Island and Northern New York 
State. The right meri can materially increase 
their incomes. Our representative will give sales 
assistance. Address Box H-244, care of Harp- 
ware Ace, 100 E. 42nd St., New York City 17, 
_ NS | 





SALESMAN. LARGE RETAIL HARD.- 
WARE STORE, established over twenty years. 
Builders hardware, general hardware, tools and 
paints. Steady position. Write giving full in- 
formation and attach photograph. Must be able 
to read plans. Address %. Zaentz & Sons, 288 
Monroe St., Passaic, N. J. 





WHOLESALE HARDWARE BUYER with 

twenty years of purchasing experience wishes to 
make change. Connection with smaller jobber 
preferred. Fine record. Best references. Capable. 
Know the hardware business. Address Box H-246, 
care of Harpware Ace, 100 E. 42nd St., New 
York City 17, N. Y. 
SAL _ESMEN— CALL ING ON PAINT DFAL- 
ERS for fast-selling side line specialty; liberal 
commission; must have good clientele. Address 
Box H-229, care of Harpware Acre, 100 E. 42nd 
Street. New York City 17 N. | 









LOCKSMITH WAN TED M AN EXPERI- 
ENC ED IN locksmithing, safe and door closer 
repairs, wanted in large Southern City. Good 
pay fer right man. Address Box H-240, care of 
Harpware Ace, 100 E. 42nd St., New York 
City 17, N. Y. 











HARDWARE, PAINT, PLUMBING 
AND SPORTING GOODS STORES 


and sporting goods stores purchased for cash. 
Highest prices paid. We assume short term leases 
Write or wire for our representative to call at our 
expense. No real estate wanted. 
Address Box 245, care of HARDWARE AGE 
100 E. 42nd St., New York City 17, N. Y. 
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JOBBERS AND RETAILERS ATTENTION. 
We will pay highest cash prices for entire inven- 
tories or surplus stocks of hardware, tools, plumb- 
ing and electrical supplies, paints, etc. No stock 
too large or too small for our consideration. Get 
our price before you sell. Write Box 582, 1474 
Rroadway, N. ¥ 





SALESMEN—OPPORTUNITY TO ADD to 
your present lines. One of oldest jobbing con- 
cerns in polishes and specialties in Metropolitan 
Area has several openings. Connecticut, West 
chester County, New Jersey. Commission Basis. 

Address Box H-247, care of Harpware Acz, 
100 E. 42nd St., New York City 17, N. Y. 


to us in the distribution of the ma 
terial that has been made avail 
able to you as a manufacturer. 

“It is not necessary. of course. 
to tell you that the amount of ma- 
terial received by us as a jobber 
has not by any means filled the 
demand upon us. We feel that we 
have been liberal in distributing 
what stock we have received, not 
only to the essential war industries, 
but have also attempted to give 
our dealers a fair portion. We 
have made numerous PD-1X ap- 
plications, and while in some 
cases we do not believe adequate 
rating support has been given, we 
have attempted at all times to 
secure the best possible and in 
many cases it has been suggested 
that other manufacturers may be 
able to supply our needs with what 
we considered inferior lines of 
merchandise. You, -no doubt, 
know that after the many years 
of relationship between our firms 
that we are primarily interested 
in giving our trade the best pos- 
sible merchandise; not in quan- 
tity but in quality. 

“What we want to tell you is 
that we have built our business, 
catalog, and our good will around 
merchandise such as yours. We 
intend to continue doing so and 
ask wherever and whenever pos- 
sible, you continue to give our 
orders the fine consideration you 
have given them in the past.” 


Coming Conventions 
and Events 


American Hardware Manufactur- 
ers Association, meeting jointly with 
the National Wholesale Hardware Asso- 
ciation, Oct. 18-21, 1943, at the Hotel 
Commodore, New York City. Charles 
E. Rockwell, 342 Madison Ave., New 
York City, is secretary-treasurer of the 
manufacturers’ group, and George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary-treasurer of the whole- 
salers’ group. 


National Retail Hardware Associ- 
ation, annual meeting, July 13, 1943, 
at the Hotel Lincoln, Indianapolis, Ind. 
Rivers Peterson, 333 North Pennsylva- 
nia St., Indianapolis, Ind., is managing 
director. 


National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers As- 
sociation, Oct. 18-21, 1943, at the Hotel 
Commodore, New York City. George 
A. Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary-treasurer of the whole- 
salers’ association, and Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary-treasurer of the manu- 
facturers’ association. 
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GREATER POST-WAR 
SALES AND PROFITS 


To meet the demands of your 
post-war customers Top Line 
research men are now planning 
new, up-to-the-minute appli- 
ances for greater sales and 
profits to our dealers and dis- 
tributors everywhere. 


Remember the Name 


TENNESSEE VALLEY ASSOCIATES, NASHVILLE 
ECONOMASTER 
is the Top Line" Electric Heater 





The ownership and care of tools is of 
interest to thousands of new prospects 
for these extra-durable, lifetime-quality 
Despite limited production, your 
jobber can probably obtain at least a few 


MASTER METAL PRODUCTS, INC. 
321-F Chicago Street 





Length 
Width 
Depth 








Worth trying! 
Reinforced Corner 
Pieces Welded On. 
Buffalo 4. New York 














AMERICAN CHAIN pk. 
Welded ared Woldlless. 


AMERICAN CHAIN & CABLE COMPANY, Inc., BRIDGEPORT, CONNECTICUT, 
AMERICAN CHAIN DIVISION, ‘YORK, PENNSYLVANIA 











CAN’T GET COPPER? 


Then investi- 
gate SARAN 
PLASTIC tube, 
pipe and fit- 
tings by HODGMAN. 
Not only timely sub- 
stitutes for copper, 
























materials. Available 
usual sizes. 


FRAMINGHAM, 









\ *Pat. No. 2160931 





brass, rubber, steel, 
but a permanent replace- 
ment for these strategic 


etc., 


Send for free 
sample and Bulletin P-4. 


HODGMAN RUBBER CO. 


MASS. 


L New York, 261 Fifth Ave. 
Chicago, 412 So. Wells St. 
San Francisco, 121 Second St. 





















HERE’S a 
LABOR {| 
SAVER 


in Demand and Selling on Sight 
DR. RINEHART'S HANDY HOG HOLDER 


$450 Retail | One man holds largest hog—easily 
A Dealer price | >for ringing, vaccinating, castrat- 
90c, shipping | ing, etc. One end for large hogs, one 
charges pre- | for pigs. Worth its weight in gold 
prepaid ‘any- | to farmers short of help. Durable, 
oz. orlarg- good for a lifetime. Order Today 
er lots. for quick profit! 

DR. RINEHART’S HANDY HOG HOLDER CO. 
P. O. Drawer 1946 Galesburg, Illinois 






















THE LEADERS FOR OVER 73 YEARS 
Red Devil Glass Cutters and other glaziers’, 
pointers’ tools and machines are designed to the 
times—there's no substitute for quality. 

Send for Catalog 18 

LANDON P. SMITH, Inc., Irvington, WN. J., U.S. A. 
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Handles Easily 
WET..DRY 


Pre-Waterproofed and Pre-Lubricated 
by Exclusive Methods 


Makes Columbian Rope 
more flexible 







Look for the 
RED, WHITE 
AND BLUE 
MARKER 
when you buy 


rope — your 
customers do 


When You Want To Be Heard— 


Speak to the right “class”— Tae 
in the right paper—in the raed 
right way. HARDWARE ; | 
AGE will tell your story to 
the greatest number of hard- 
ware men in the hardware 


APE-MARKE 


COLUMBIAN ess: ROPE 


PURE MANII 














trade. Its Classified Oppor- 
tunities Section is the place 
to put your want ad for 
quick, tangible results. 


HARDW ARE AGE 


Classified Opportunities Section 
100 East 42nd St. New York City 




















War Work Limits 
Supplying Civilian Demand 


CHICAGO LOCKS 


But We'll Fill Orders, through 

Jobbers, in accordance to 

Priority Rating, to the best 
of Our Ability. 


Don't forget—All CHICAGO Locks 
—lock BOTH sides of Shackle .. . } 
Selling this ‘‘Double Locking - 
Double Seourity’’ makes quicker, 
easier sales and wins Good Will. 
Chicago Locks are priced to enable 
you to meet Price Competition on a 
Quality Basis .. . Investigate. 


CHICAGO LOCK co. 
2024 N. Racine Ave., Chicago, Ill. 














Genwi DOMES of SILENCE 





oe SILENTLY - SOFTLY - SMOOTHLY 


40c SET-10c SET-10c SET SAVE FURNITURE 
(3 CREATE QUIET 


Look for name 
“Domes of Silence” 





Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 





soooe 











OQndex So Adwentinena 





American Chain & Cable Co., Inc. ............. 
American Chain Div. BR. 
American Shearer Mfg. Co. . 


Bethlehem Steel .. 
Chicago Lock Co. ......... 


Clemson Bros. .... Ls 
Columbia First Aiders 
Columbian Rope Co. 


Deming Co. . 
Dixon Crucible Co., ‘Jos. 
Domes of Silence 


Economaster Prod. Co. .. 


Farm Journal ... 
Fiwale Equipment & Mfg. Co. 


General Electric Co. Lamp Div. .. 
Gillette Safety Razor Co. ....... 


Hanson Scale Co. 
Hodgman Rubber Co. 


Independent Lock Co. 


Justrite Mfg. Co. 
Leyse Aluminum Co. 


Martin-Senour Co. .... 
Master Metal Products, Inc. . 
McGraw Elec. Co. 
McKinney Mfg. Co. ........ 

Miller, Inc., Robert E. ....... 
Millers Falls Cay ..). De 
Minnesota Mining & Mig. Gac.: 
Myers & Bro. Co., F. E. Fe 


National Mfg. Co. .... 
National Screw & Mfg. gies 


Paine Co., The 
Puritan Cordage Mills, Inc. . 


Ray-O-Vac Co. , 
Remington Arms Co., Inc. . 
Replogle Globes, Inc. 

Rinehart's, Dr. Handy Hog Holder .. 
Rockford Brass Wks. 
Russell, Burdsall & Ward Bolt & Nut Co. 
ae a ee eee 


Schaffner Co., Gus J. 
Shapleigh Hdwe. Co. .... 
Silex Co. .. 

Smith, Inc., Landon P. 
Stanley Tools 
Starrett Co., 
Sterno 
Stigletz Furnace & Fdry. Co. .. 


The L.S. .... 


Union Hardware Co. 
Mane Wale Gees oS es ini vee 


Whitney Carriage Co., F. A. 
Witt Cornice Co 
i cpaiads Wits Mee oe se os oe bel eet a. 
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JUSTRITE 
SAFETY PRODUCTS 


a 


FIRST LINE OF DEFENSE 
AGAINST FIRE! 


Preventing fires before they start, Justrite Safety Cans, Safety 
Filling Cans and Oily Waste Cans are doubly valuable to in- 
dustry today. Sturdily built to rigid safety specifications, they 
give you the safe, sensible method of handling and storing 
"flammable fluids and oily waste. 

“Must” equipment for factories, 

ships, ship-yards, oil derricks, refin- 

eries, etc. Ask for specifications and 

prices! 


JUSTRITE 
Safety Filling Can 
Approved and listed by Under- 


writers’ Laboratories, Inc., and 
Approved by Associated Fac- 
tory Mutual Fire Insurance 
Cos. A necessity wherever ex- 
plosive or ‘flammable liquids 
are poured into fuel tanks. 24 
gauge steel body, baked enamel 
finish. Available today. 

Ask your jobber for prices and 
specifications — or write direct. 


JUSTRITE MANUFACTURING COMPANY 
2073 North Southport Avenue, Chicago, Illinois 


SAFETY CANS FILLING CANS OILY WASTE CANS 
APPROVED SAFETY ELECTRIC LANTERNS 
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A vour Whitney wane 
Dh 
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Take a peek , 
at some of — 


the 
WHITNEY 
HAMPER 


Aducrttivt . 














Even though we are unable to supply 


your full requirements . . . Even though every 
advertisement we run makes our burden heavier 
... Whitney advertising will continue to tell 
millions of 


women w hy a SEEN THROUGH THE KEYHOLE 
Whitney Ham- IS SOME OF THE CONSUMER 
si ADVERTISING THAT HAS AP- 
per is their best PEARED DURING THE PAST 
buy. YEAR IN AM. HOME 
: AND HOUSE BEAU- 





HAMPERS 


BEST KNOWN IN THE PAST... BEST KNOWN IN THE FUTURE 


F. A. WHITNEY CARRIAGE CO. - LEOMINSTER, MASS. 
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PURITAN 
SASH CORDS 


are helping to 
trip up the Axis! 


os 


@ Uncle Sam is finding so many 
uses for Puritan Sash Cords that 
we are working night and day to 
meet the demand. 

Don't forget we're trying our best 
to serve you, too, with all the 
cord you need for the war effort. 
So when you don't get immediate 
service like you used to, it's because 
Uncle Sam must come first. 


CORDAGE MILLS, INC. 


LOUISVILLE, KENTUCKY 
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MAKE SURE 
OF 
MORE BUSINESS 


NOW! 
USE- 


Lists That Bring Maximum 
Success TO Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts Of Your Salesmen 


We can supply you with 


the following lists:— 


1397 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $15.00 
10003 Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $7.00 per M. 
5392 Hardware Retailers whose sales are 
$20,000.00 to $30,000.00 Annually. 
For $7.00 per M. 
17730 Hardware Retailers whose sales are less 
than $20,000.00 Annually. 
For $7.00 per M. 
33125 Hardware Retailers (Complete List). 
For $5.50 per M. 
10360 Builders’ Supplies Dealers. 
For $7.00 per M. 
1015 Department Stores handling Hardware 
and Housefurnishings. 
For $7.00 Complete 


We also supply lists of hardware retailers in one 
state or in as many states as may be desired. 
When more than 2000 names are purchased, the 
price is $8.00 per M names; when less than 
2000 and more than 1000, $9.00 per M; and less 
than 1000, $10.00 per M. 


All lists are compiled in loose leaf list form. 
When desired on 3”x5” cards there is an extra 
charge of 70c per M for the cards. 


We also do addressing and mailing of circular 
matter at reasonable rates. 


Ask for Details 


HARDWARE AGE 
Direct Mail Addressing Dept. 


100 East 42nd St. New York, N. Y. 





HARDWARE AGE 
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Hardware Guards the 


Home Front 


A mighty important citizen in any community is the 
man who runs the hardware store down on the corner. 

He’s the helpful fellow—whether he runs a big store 
or a little one—who takes the time and has the ““Know- 


How” to tell you how to fix your plow, your wheelbarrow 





or even your wife’s iron or washing machine. He’s the 


fellow who supplies the nuts, bolts and screws for 





hundreds of small but important maintenance and 
repair jobs. 

The Hardware Store, in every city and town, is 
headquarters for the national conservation program. 


Truly, “Hardware guards the home front”. 


THE NATIONAL SCREW & MFG. CO., CLEVELAND, 0. 
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